







ray ry Hert. 
a eisccanaiccauadiass Piss Oy 


A National Newspaper for Every Branch of the Industry 


Automotive Daily News 


NEW YORK, TUESDAY, neritic 16, 1932 













1925, Post 
3, 1879, 


Sinsabaugh Sure New Fords 


Assets; Production of New 
Models toStart by March 15) Will Be on View This Week 


Expected That There Will Be No Loss of Dealers With POLK REP POLK REPORTS SALES 
Assurances Received From All Key IN 12 STATES 18.83% 
Points of the Country OVER DECEMBER MARK 


Detroit, Mich. Feb. 15.—Some 
cause for continued optimism is 
found in the report issued by R. L. 
Polk & Co. that sales of new pas- 
senger automobiles in twelve states, 
representing 18.5 per cent. of the 
country, during January showed an 
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Four-Cylinder Job With ts | Price of $388 Expected 
To Be Sold at $100 Down and $12 
A Month for 24 Months 








By CHRIS SINSABAUGH 
Detroit, Feb. 15.—Mebbe I’m right, mebbe I’m wrong 
and mebbe the story will break before this is printed, but I’m 
venturing the prediction that the new Fords will pop this 
week—that is, be put on private view and the prices an- 
in a———l’=ees 
This is all based on information 
t has come from some of the 






Grand Rapids, Mich., Feb. 15.—Through the purchase 
of the assets of the De Vaux-Hall Motors Corporation of 
Grand Rapids, a deal which was not closed until late Friday 
night, the Continental Motor Corporation of Detroit finds 
itself in the automobile manufacturing business in addition 
to building motor car engines. W, R. Angell, president of 
Continental Motors, is in the city today conferring with offi- 
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cials of De Vaux- Hall relative 

Continental has bought only theé 
Michign interests of the company, 
the big plant at Oakland, Cal., not 
figuring in the deal. It is likely 
there may be a slight change made 
in the corporate name of the com- 
pany, but the name of the car itself 
will not be changed. As announced 
today, there will be no changes 
made in the executive personnel of 
De Vaux-Hall, but whether or not 
Mr. Angell will come in as an offi- 
cer has not been settled. 

With the legal troubles behind it, 
the De Vaux company will at once 
get into production on new models. 
It is promised that the assembly 
line will be in operation by March 
15. It is expected there will be no 
loss of dealers, for since the an- 
nouncement of Continental buying 
in, telegraphic assurances have been 
received from all the key points of 
the country, 
folk of the loyalty of dealers and 
distributors and expressing satis- 
faction over the new setup. 

When the De Vaux-Hall Company 





(Continued on Page 8) 


U. S., McKEE AND DYER 
AGENCIES IN MERGER 


New York, Feb. 15.—Announce- 
ment was made today of the organ- 
ization of a new advertising com- 
pany to be known as the United 
States Advertising Corporation with 
offices in New York, Chicago, Toledo, 
Milwaukee and Indianapolis and 
associate offices in important mar- 
ket centers throughout the world. 

Ward M. Canaday, president of 
the present United States Advertis- 
ing Corporation of New York and 
Toledo, becomes president and the 
executive head of the new company, 
and Homer McKee, president of the 
Homer McKee Company, Inc., of 


New York, Chicago and Indianapolis. | 


becomes executive vice-president of 


(Continued on Page 3) 


RUBBER CONSUMPTION 
GAINS IN JANUARY 


New York, Feb. 15.—Consumption 
of crude rubber by manufacturers in 
the United States for the month of 
January amounted to 27,962 long 
tons, as compared with 21,409 long 
tons for December, 1931, and repre- 
sents an increase of 30.6 per cent., 
which is about seasonal, according to 
statistics released by the Rubber 
Manufacturers Association today. 

This organization reports imports 
of crude rubber for the month of 
January to be 31,298 long tons, a 
decrease of 39.7 per cent. under the 
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assuring the factory | 


\from Automotive Daily News corre- 





to | the transfer of the business, 


CENSUS BUREAU 
ASKS CAR MAKERS 
TO FILE REPORTS 


Washington, Feb. 15.—Automobile 
manufacturers are now being asked 
by the Bureau of the Census to fill 
out and return promptly the census 
of manufactures questionnaires 
which have recently been distributed 
by the bureau. A special effort is 
being made to conduct the 1931 can- 
vass by mail, in order to reduce the 
cost of the work. If all the returns 
can be collected by mail it will ob- 
viate the necessity of sending ~ 


increase of 18.83 per cent. over total 
sales in December. If the same rate 


of increase is maintained through- 
out the country, total sales in Jan- 
uary will approximate 92,000 units, 
as against 77,564 units in December. 

Registrations in the twelve states 
from which complete reports are 
now available show a total sale of 
15,687 units in. January, against 
13,201 in the same states during the 
preceding month. However, the 
January, 1932, record was approxi- 
mately 38.95 per cent. short of the 
|same month last year. 

Reports on new truck .sales in 
eleven states, according to the Polk 
Company, show 2,700 units, a de- 
cline of 49.77 per cent. from the 
total of 5,375 units in January, 1931, 
but an increase of 49.92 per cent. 





(Continued on page 3) (Continued on Page 3) 





BOOSTS PRICES ON 
FOUR 1932 LINES 


Toronto, Canada, Feb, 15.—A gen- 
eral increase in list price of all Gen- 
eral Motors cars and trucks in Can- 
ada is announced from the factory 
at Oshawa. Chevolet passenger 
models have been increased a 
straight $20, making the price of 
the standard coach $740 and the 
standard sedan $865. Oldsmobile 
prices have been increased $30 on 
the “six” series and $35 on the 
“eight” series. Price of the stand- 
ard six sedan now becomes $1,305 
and the standard six coach $1,210. 
Standard model eight sedan is $1,445 
and special eight coach $1,400. 





(Continued on Page 3) 


Ford Announcement Improves 
Sentiment in Supplier Field 


New York, Feb. 15. tila aiihe received from widely scat- | 
tered cities indicate that the Ford model announcement, which 
appeared in last Friday’s Automotive Daily News, has 
already had a considerable effect on business sentiment 
throughout the country. While actual orders have not yet 
appeared, the steel mills expect them within the next few 
weeks, and sentiment in Pittsburgh, Youngstown and other 
centers of this industry reflect improvement in sentiment. 

Ford orders for parts will affec Se 


nearly 600 plants in many localities 
and the stimulating effect of such 
business will be felt all over the 
country. The following dispatches 


— 


SIMPSON HEADS M. E. A. 
OFFICE IN DETROIT 


Detroit, Feb. 15. — Thomas M. 
Simpson, secretary, credit manager, 
and assistant legal counsel with the 
Continental Motors Corporation, 


spondents indicate the effect of the 
Ford announcement: 


Pittsburgh, Pa., Feb. 15.—The ef- 
fect of the Ford model announce- 


ment on the steel industry in this 
district has become doubly evident 
over the week end. While actual 
operations in the steel mills actually 
decreased last week to about 27 per 
cent, of capacity, there is a definite 
feeling here that the Ford an- 
nouncement will shortly create a 
considerable revival, Not only are 
orders from the Ford Company ex- 
pected, but it is felt that with the 
Ford plans definitely known, other 
companies will be able to formulate 
production schedules and _ release 
commitments. 

There is no question on this frigid 
Monday morning better feeling 
exists in the steel industry than in 
many, many months. The Ford an- 
nouncement, coupled wth Federal 
plans for credit easement, are be- 
lieved here to indicate revival of 
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Detroit and Muskegon, for the past 
fifteen and a half years, has joined 
the staff of the Motors and Equip- 
ment Manufacturers Association as 
manager of the Detroit office. His 
appointment become effective today. 

Mr. Simpson comes to the associa- 
tion with a wide background of ex- 
perience in all phases of credit 
work. As a credit executive with 
a prominent automotive manu- 
facturer he has been particularly 
active in the credit activities of the 
M. E. M. A., through his work on 
grading committees, special com- 
mittees, and as a regular member 
of M. E. M. A. Credit Groups. 

He holds degrees in both law and 
accounting and has served as presi- 
dent of the Detroit Credit Men’s 
Association, and as a vice-president 
of the Michigan Manufacturers As- 





(Continued on Page 7) 





ST. LOUIS SHOW SALES 
TOP BOOM YEARS; FORD 
PLANS CAUSE DOUBTS 


St. Louis, Mo., Feb. 15.—Announce- 


some apprehension among dealers in 
the low price class, as the twenty- 
fifth annual automobile show pre- 


Ford suppliers. It is a well known 
fact that Dearborn does not lay in 
supplies ahead of the time when 
they are needed, so when it comes 
to me that tire shipments are now 
being made to several assembly 
points, I cannot help but believe 
that the new Fords already are in 
production, 

Coupled with this is the gossip 
going around that Ford is preparing 
for displays of the new models in 
seven key cities, one of which is 
Detroit. At first they said Conven- 
tion Hall here was to be used and 
that February 16 had been selected 
for the opening day. But strong 
denials come from Convention Hall, 
so that I cannot help but feel that 
if there is anything to this story, 
Ford will use the big plant in High- 
land Park for this purpose. White- 
washed windows on the Woodward 
Avenue side make this seem plaus- 
ible. 

As for prices, the rumorites seem 
agreed that the Ford sales policy 
will be based on the two-year time 
payment plan—$100 down and the 
rest in twenty-four monthly install- 
ments, including 6 per cent. interest. 
They estimate that on the lowest 
priced four the base will be $388, a 
logical total based on $100 down 
and $12 a month. In this way Ford 
is spreading out the payments s0 
that $12 a month will be within 
reach of even the humble workman 
who must use automobile trans- 
portation. 

I talked with a man in the in- 
dustry who claims that he has seen 
several of the new Fords, although 


| he is not certain which one of them 
ment of the new Ford car has caused | 


is to be the one that will be put 
into production. He tells me that in 
general appearance the ones he saw 
resemble the European midget Ford 
illustrated in Friday’s Automotive 


pared to end its seven-day stand | Daily News, only larger in every de- 


here tonight. 

Salesmen on the floor of the show | 
were fearful that the ann@ince- 
ment would stagnate sales until the 
appearance of the new model Ford, 
but were confident that it would 
not affect the sales for a long period. 
The Ford Motor Company display 
here consists of only a booth, with 
a few salesmen on hand to distribute 
literature. 

The show closed Saturday night 
and eleven chassis displays were 
shipped to Kansas City at midnight 
for the opening show yesterday in 
that city. Two other chassis dis- 
plays and the De Soto miniature 
factory were shipped from this city 
to Indianapolis for the opening day 
of the show there tomorrow. 

A crowd estimated at 14,000 at- 
tended the exhibits in the Mart 
Building here last night to almost 
equal the throng of 18,670 that at- 
tended Thursday. 

Sales figures continue to be star- 
tling, Robert E. Lee, who is in charge 
of the show, said last night. 


“Floor sales have already eclipsed | & G 
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tail. Same slightly sloping radiator, 
slanting windshield and with the 
gasoline tank in the rear. 


N.S. P. A. ELECTS 
12 NEW MEMBERS 


Detroit, Feb. 15.—E, P. Chalfant, 
executive vice-president of the Na- 
tional Standard Parts Association, 
Detroit, announces the election of 
twelve jobbers to membership fn 
the association. 

The names of the newly elected 
concerns follow: Gibson Motor 
Parts, Inc., Inglewood, Cal.; Gebeli 
Auto Parts, Inc., Niagara Falls, 
N. Y¥.; A. Jacoby & Sons, Inc., 
Brooklyn, N. Y¥.; K & G Auto 
Parts, Brooklyn, N. Y.; Whalen & 
Fennell, Inc., Yonkers, N. Y.; 
Wolff’s Stark Auto Parts Co., Can- 
ton, O.; Auto Gear and Parts Co., 
Philadelphia, Pa.; Franklin Auto 
Supply Co., Providence, R. I; K 
Sales Co., Baltimore, Md.; 


(Continuued on Page 8) 
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Key to New Car Sales 


The used car sales problem holds 
the key to new car sales. The sales 
volume of the latter is dependent 
upon the sales volume of the 
former; therefore, we placed some 
special emphasis on our used car 
department and stepped up sales 
for both used and new cars by 50 
says Gus W. Tips, Jr., 


r cent.,” 
A Motor 


sales manager of the Dow 

ompany, Houston, Tex. 
“ta vtatisticians and economists 
say business was poor during 1931, 
but during that year the Dow Mo- 
tor Company set one record for a 
month’s sales that has never been 
attained in the South before. This 
firm sold 186 new cars and 215 used 
cars, a total of 401 units during a 
single month. 

Most any automotive concern can 
increase its advertising and selling 
cost and force an increase in sales, 
but the Dow Motor Company did 
not increase selling cost. This con- 
cern maintains a staff of some 
thirty-five salesmen and for the 
most part these men have been 
with the firm throughout the so- 
called depression period. The sales 
force was not increased, but the 
sales volume was increased 50 per 
cent. in 1931 over prior years, and 
from a loss in 1930 this firm showed 
a profit for 1931. 

The Dow Motor Company main- 
tains a main building which con- 
tains 60,000 square feet of floor 
space. It contains the general of- 
fices, new car display, parts de- 
partment, service shops, etc. In 
addition, a used car showroom 1s 
had in the main building, and three 
additional used car lots are used. 
These three latter locations are cor- 
ner lots with sheds built to protect 
all cars and allow open display. 
Each lot contains a small office 
where closing is done. 

The sales force for this concern 
is divided into twenty new car 
salesmen and fifteen weed car colec 
men, strictly speaking. But in real 
ity, every salesman is a used car 
salesman, and thereby hangs the 


"FINANCIAL NEWS 
STEWART-WARNER SURPLUS 
FOR 1931 $7,966,883 


Chicago, Feb. 15.—Stewart-Warner 
Corp. has issued its pamphlet report 
for year ended December 31, 1931. 
Net loss of $1,830,171 after depre- 
ciation, Federal taxes, etc., is the 
same as shown in preliminary state- 
ment. This compares with net profit 
in 1930 of $1,262,278 after deprecia- 
tion, Federal taxes and after $125,- 
894 provision for writing down book 
values of investments in marketable 
securities to market value, equal to 
$7 cents a share on 1,290,598 shares. 

Current assets as of December 31, 
last, amounted to $9,250,867, and 
current liabilities $947,764, against 
$11,362,864 and $1,120,800, respect- 
ively, a year earlier. Surplus totaled 
$7,966,883, against $14,022,824 on 
December 31, 1930. 








OWENS-ILLINOIS GLASS 
1931 NET $2,744,181 


Toledo, O., Feb. 15.—Net profit of 
Owens-Illinois Glass Company and 
subsidiaries for year ended Decem- 
ber 31,1931 was $2,744,181 after de- 
preciation, interest, Federal taxes, 
contigencies, etc., equivalent after 
dividends on 6 per cent. preferred 
stock to $2.45 a share (par $25) on 
922,173 shares of common stock. 
This compares with $2,738,540 or 
$2.45 a common share in 1930. 
United States government and Fed- 
eral Land Bank bonds have been 
reduced to market values as of De- 
cember 31, 1931. 

During the pasi year company re- 
tired out of surplus cash funds, $2,- 
800,000 of its 5 per cent. ten-year 
debentures, leaving $2,000,000 of 
these debentures outstanding out of 
the original $5,000,000 issue. 


GERMAN FORD CO 





PASSES DIVIDEND | 


Berlin, Feb. 15.—German Ford has 
omitted the dividend for 1931. In 
1930 10 per cent. was paid. Sales 


have been reduced sharply while ex- | 
penses have been large in the past | 


year owing to the new factory. 





secret to the increased business. 


The new car salesmen have been 


shown that conditions are such that 


they cannot remain mere new car 
men, and that business demands 
that they be automobile salesmen, 
ones who are capable of selling a 
prospect the car best suited to his 
needs and his finances, whether 
| that be a new car or a used car. 

The new car salesmen have been 
shown that their new car sales are 
dependent upon the number of used 
automobiles moved out of stock to 
make way for other trade-in. The 
salesmen having seen the logic, 1931 
quotas and those for 1932 show a 
used car sale for every three or 
four new car sales made by each 
new car salesman. These men no 
longer pass up a prospect merely 
because his finances will not permit 
the buying of a new model. 

“Our new car salesmen move an 
average of twenty-five used cars a 
month—300 used car sales a year 
extra. This movement makes way 
for 300 extra new car sales,” explains 
Mr. Tips. 

The new car salesmen are paid 
the regular 6 per cent. commission 
on used cars, and $10 minimum on 
any used car sale, which is the same 
|compensation allowed the used car 
salesmen. 

The used car salesmen stationed 
at the three sales places other than 
the main building are allowed to 
also sell new cars at the new car 
commission. It is found that these 
salesmen do not interfere with the 
regular new car salesmen—their 
sales are generally supplementary, 
or ones that would have gone unsold. 
This fact is due to the difference 


‘in the two methods of gaining pros- 


pect contact. Used car prospects are 
obtained for the most part by pros- 
pects coming to the car lots to in- 
spect ears. If a elose cannot be 
made at the time, a salesman fol- 
lows up the lead. It frequent!» d-- 
S Ae pros 18 weil abie 
to parchans and better car; 
;} hence, such a sale is made. 
i On the other hand, many pros- 


oe | pects for new cars are ferreted out 
j 


by first contacting prospects in their 
| homes, offices and other places. 

The showroom for this motor 
company remains open until 9 p. m. 
The used car lots cannot be closed; 
therefore, a mam remains on duty 
throughout Sunday. No actual 
transfers are made on Sunday, but 
many leads are obtained. Purchas- 
ing a car is usually a family affair, 
and Sundays afford the working 
prospects and their families an op- 
portunity to inspect .used automo- 
biles. 

Salesmen are given support 
through newspaper advertising, 
which is used to bring prospects to 
the used car lots. After having used 
various forms of advertising, this 
firm finds large classified listings in 
the daily papers, with price listings 
to be most effective. An average of 
$5 is spent for advertising each used 
car. 

Monthly contests for new and 
used car salesmen are featured; 
these contests are based on some 
method of scoring. Small cash 
bonuses or merchandise prizes are 
awarded. 

Speedy finance handling is a 
boom to sales for the Dow Motor 
Company ... the firm carries its 
Own paper and can pass on credit 
withir®a few minutes after applica- 
tion is obtained. Each office of the 
| used car lots is connected direct to 
the general office by telephone; 
hence, with the credit manager. A 
| pottey of getting one-third down on 
used cars where possible is main- 
tained, but this policy is flexible. 
A man with the proper earning 
ability, credit reputation, etc., can 
obtain a used car with little or even 
no down payment... and at that, 
repossessions for this firm are far 
below the average. 

The Dow Motor Company is one 
of the few firms that identify their 
used cars with a slogan, that of 
“OK by DOW.” For a year and a 


company advertised the sogan ex- 
tensively. It is yet used on all cars 
and in advertising at times, but it 
has become so well known that the 
slogan itself needs no further pro- 
motion. It is found that quite a few 
customers come from rural sections 
and small towns who are willing to 


com after adopting the slogan, the 
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ST. LOUIS SHOW SALES 


(Continued from Page 1) 


the peak years of 1927 and 1928, and 
we expect a greater showing after 
tonight,” Lee saiti, “although no 
definite figures are available, deal- 
ers are very much pleased with the 
buying attitude of the crowd. 
“Replacement demand is the best 
explanation of the remarkable show- 
ing,” Lee continued, “for the crowd 
the last two years have been sight- 





seeing. Then, too, the many en-! 


gineering advancements have 
brought many out of curiosity to 
learn of new features. 

“The Plymouth, Chrysler and De- 
Soto displays have attracted many 
who wanted to know about floating 
power, while the automatic clutch 
and advanced improvements in free 
wheeling have also caused much 
comment.” 

Sales of Pontiac sixes and eights 
have already passed the number sold 
last year, according to an announce- 
ment by Ross D. Williams, zone 
manager of the Oakland Motor Car 
Company’s St. Louis office. 

Motorboat displays by four dealers 
are attracting attention also. This 
is the first year that boat and out- 
board motors have been included in 
the automotive displays and good 
sales have been reported by Chris 
Craft, Gar Wood and Century 
dealers. 


ECONOMIES MADE WILLYS 


Chicago,, Ill., Feb. 15.—The reduc- 
tion of overhead through concen- 
trated manufacturing within the 
company’s own plants and the pres- 
ent low prices of all commodities 
entering into the manufacture of 
an automobile were given as the 
fundamental reasons for the low 
current prices of Willys-Overland 
automobiles in a statement made 
here yesterday by L. A. Miller, pres- 
ident of the Willys-Overland Com- 
pany, Toledo, O. 

By being satisfied with a smaller 
margin of profit per car than in 
former years, Willys-Overland has 
been able to set the lowest prices 
ever offered on six and eight cylin- 
der cars in this country with the 
sult that sales have been stimulated, 
employment given to an increased 
number of men and at the same 
time the pick-up in business has 
enabled the company’s distributors 
and dealers to operate on a profit- 
able basis and extend Satisfactory 
service to their customers. 


GRAHAM N. Y. EXHIBIT 
DRAWS 72,706 VISITORS 


New York, Feb. 15.—The special 
Graham exhibit at 304-308 Madison 
Ave., just off 42d Street, inaugu- 
rated by Graham Motors, to test 
public interest in the exact princi- 
ples of automotive engineering and 
manufacturing processes, drew 72,706 
visitors in the first thirty days. 

Officials of Graham Motors re- 
gard it as a successful show, and 
believe it augurs well for the motor 
industry this spring. 


RUARK OF M. E. W. A. 


ON EXTENDED TOUR 


Chicago, Feb. 15—B. W. Ruark, 
general manager of the Motor and 
Equipment Wholesalers’ Association, 
is On an extensive trip through the 
Southwest, Northwest and Middle- 
West for purposes of basic organ- 
ization work along regional lines. 
Last week Mr. Ruark met South- 
western Jobbers’ Association at Kan- 
sas City. He will visit Northwest 
Automotive Jobbers’ Association at 
Minneapolis tomorrow; Texas Auto- 
motive Jobbers’ 
Dallas on February 20, and the 
Ohio Valley group at Columbus on 
February 25. 
ASSOCIATED PARTS NAME 

SANDERSON IN SOUTHWEST 


Toledo, O., Feb. 15.—George B. 
Sanderson has’ been’ appointed 
Southern factory representative for 
Associated Parts, Inc., manufac- 
turers of Red Head Heaters and AP 
Mufflers. Mr. Sanderson will make 
his headquarters in Dallas, Tex., 


jand from there serve Louisiana, New 


Mexico, Arkansas and Texas. 


TOP BOOM YEARS; FORD 
PLANS CAUSE DOUBTS 
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Jack Burton 


| Chris Sinsabaugh—Detroit Editor 
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HE column is just so long and A. D. N. does not use rub- 
ber type, so I’m going to utilize every line of available 
space today to tell you about the speech made last night before 
the body session of the Detroit section of the Society of Auto- 
motive Engineers by Bill James, director of Hudson-Essex 
advertising. 
” * o 

“The Relation of Advertising to Engineering” was the 
subject and James handled it cleverly. He made us realize 
that the engineers and the advertising men have forgotten 
their differences of the past and are now united in putting 
the best foot forward in marketing the product. 

James told of when the engineers expected the advertis- 
ing men to make the cars look “longer and lower,” which 
could be done only by resorting to free-hand illustrations; the 
result, according to James, being that “we had to okeh draw- 
ings in which the cars were pulled out, drawn down, added to, 
retouched, shadowed, vignetted, high-lighted, Ben-Dayed, 
face-lifted in front and shoved under the fenders” to make 
them look like what the engineers had in mind when they 
designed them. 

“You open to us with these veracious new designs the 
realm of the fourth dimension in artistic reproduction— 
photography, color photography,” declared the speaker, talk- 
ing on present practice and how things have changed. “We 
can have what is actual—we can ask the doubting Thomas 
to lay his slide rule on these proportions—we can bring 
before you the posed figures IN PERSON—we can have ac- 
curacy, truth and life conjoined with beauty. 

7 . - x 

“THE VALIDITIES of engineering have made possible 
the most effective advertising of today, and as a result the 
engineering and sales department are working hand in hand 
for the advancement of the common cause—the sale of motor 
cars.” 

And James wound up in a blaze of glory when he said: 
“Ride controls, free wheeling, silent gear shifting, floating 
power, new type seat cushions, springs—you have provided 
these and many others. Their value is known, recognized, 
tested and substantiated today in the laboratories, within the 
industry. Gentlemen, it is now the function of advertising 
to publish them, exploit them and secure acceptance of them 
before the public and from the public. How shall we do it? 
Others may take subtler courses. For myself, and those who 
think as I do, the course will be to set them forth—interest- 
ingly, dramatically, always understandingly, and always and 
forever in the public interest because that is the SALES 
interest—through presentation of the engineering facts. * * * 
You are making possible more genuine advertising now. You 
are engineering beautiful things into usefulness—useful 
things into beauty.” 


* * 7 

Rockne starts production this week of the Model 65, the 
low-priced job, and for the first time the assembly line in 
the Detroit plant is in operation. Up to now Rockne produc- 
tion has come from South Bend, where the 75 is being made. 
It is hoped that by the end of the month the Detroit factory 
will be turning them out at the rate of 200 a day. 

I discovered an odd thing in connection with numbering 
the Rocknes. Frank Wiethoff, sales manager, tells me that 
they started at South Bend with 1,500,001, while the 65 
debutante here begins life with No. 1 stamped on it. This 
is so there will be no confusing the two models, there will be 
such difference in the two sets of numbers. 

* * * 

Ever since my Motor Age days I always have had a soft 
spot in my heart for Jack Burton, who joined the staff in 
1912. To my mind he was one of the most brilliant writers 
on motoring. subjects that ever tapped a typewriter. Unfor- 
tunately for the editorial department, advertising claimed 
Burton and since those days he has carved a name for himself 
in the agency field with Erwin-Wasey and Lennen-Mitchell. 
He was to have handled the Ruxton account on his own if 
the front drive ever had got agoing. 

Now, I am pleased to record that Burton is coming back 
into the industry, becoming a Detroiter as a matter of fact 
through his alliance with Advertisers, Inc. He will be turned 
loose on Plymouth, I understand, which seems to be a guaran- 
tee that from now on this copy will be well worth the 
watching, 



























alysis Reveals Pertinent Data 
Used Car Salon Pays 


“Time” An 


Study in Appleton, Wis.,| 


Shows Stability Which 
Maturity Has Given the 
Automobile Industry 


Persons in what income 
brackets spend the most 
money for low-priced cars? 

What has been the year-to- 
year trend of automobile pur- 
chasing by people at different 


income levels? 

With these and many other ques- 
tions in mind, Time Magazine in- 
vestigated automobile purchases in 
Appleton, Wis. To discoyer the an- 
swers Time obtained the complete 
sale records of every automobile 
dealer in Appleton for the years 
1929, 1930 and the first six months 
of 1931. An investigator was sent 
to every consumer, obtained de- 
tailed histories and description of 
the car or cars now owned and 
identical data for the car or cars 
previously owned. Dealers’ figures 
were used as a check on the more 
comprehensive consumer data. In 
every case the consumer statistics 
were found to be between 98 and 100 
per cent. accurate. 

To compare the automobile buy- 
ing habits of persons of different 
income groups, one must be sure 
that the people are fairly typical 
and that they all live in one local- 
ity. Obviously, a comparison of rich 
people in Pittsburgh with poor 
people in Birmingham would be un- 
fair. So a single city was sought, 
the largest that could be conven- 
iently surveyed. For this purpose 
a population of about 25,000 seemed 
best. 

Investigators were advised to stay 
away from the East where cities are 
too near together and are depend- 
ent upon each other. The Pacific 
Coast, for the purposes of the study, 
was impractical. It was too far away 
to send a staff of investigators. The 
South is hardly representative with 
its large Negro population to un- 
balance the picture. The Middle 
West seemed the logical choice. 

There were in Indiana. Illinois 
and Michigan several cities that 
would fit the requirements but Wis- 
consin stood out above all other 
states. For Wisconsin, with its 
liberal income tax laws, made it 
possible to do away with all guess 
work, all estimating of incomes on 
a rental or occupational basis. There 
investigators could consult the in- 
dividuals’ actual] state income tax 
reports. 

Of all cities in Wisconsin, Apple- 
ton was the ultimate choice. Two 
hundred and four miles north of 
Chicago, 100 miles northwest of Mil- 
waukee, it suits the geographical 
requirements of being an independ- 
ent market. It is the center of a 
much better than average dairy and 
farming district, it contains a di- 
versity of manufactures — paper, 
wood, wool, metal products, a wide 
diversity of retail and wholesale 
trade. It has just the right popu- 
lation—25,267. With no slums, no 
peacock alley, it fairly represents 
the United States market without 
the extremes which unbalance the 
income distribution of many an- 
other city. In all important as- 
pects, Appleton is, statistically and 
geographically, as close as any one 
— possibly come to a normal 
city. 

In Appleton investigators sur- 
veyed 431 out of 4,444 families with 
incomes under $2,000, 196 out of 978 
families with incomes between $2,- 
000 and $3,000, 231 out of 438 fami- 
lies with incomes of $3,000 to $5,000, 
154 out of 220 families with incomes 
of $5,000 ‘to $10,000 and 87 out of 
119 families with incomes of $10,000 
and more. 

Investigators first obtained a 
complete up-to-date picture of au- 
tomobile ownership per thousand 
families in each income group. In 
the income group of under $2,000 
there were found 521 car owners 
per thousand families. In the group 
receiving between $2,000 and $3,000, 
815 cars; between $3,000 and $5,000, 
914 cars; between $5,000 and $10,000, 
956 cars and $10,000 and more, 1,000 
cars. In other words, the study re- 
vealed what is already known and 
that is that as income increases car 
ownership becomes more common. 

The same part of the study 






In Appreciation.. 


+ « « we wish to express in this column our appreciation 


to the public attending our 
Automobile Week. 


SED CAR SALON during 


Attgndance far exceeded our expectation, and your 
keen sense of values showed us many gales and proved 
to you that a TAIT USED CAR has the “IT” you have 


been searching for. 


Due to brisk business in our popular new De Soto— 
ymouth—and Auburns, we have many new values in 
sed Cars and a fine assortment to choose from. Some 

of which are listed here and sold with our liberal Guar- 


antee, 
up until yo 
1926 te Chrysler Coaches 
1929 and Sedans 
1924 to Essex and Hudéon 
1931 Sedans, Coaches, Coupes 


able you to get your monéy back any time and 
make a three-day test. 


1925 to 
1929 
1928 te 
1929 


Nash—Fall line 
of models and types 
Pontiac Coaches 
and Coupes 


Many Other Makes and Models 


TAIT MOTOR SALES wc 
USED CAR DEPT. 


609-611 Main Street 
L. A. TEED, Mgr. . 


MR GRANGER 
MR HARDY 





MR PENDLETON 
MR BENGLE 


Tait Motor Sales, Inc., Springfield, Mass., De Soto, Plymouth and 
Auburn dealer, did so well at its used car salon in its used car depart- 
ment during the week of the automobile show that it devoted a con- 
siderable part of its advertising space to thank the public. 





showed that persons in the $5,000- 
$10,000 income bracket and those get- 
ting more than $10,000 a year owned 
more than one Car. 

This picture of ownership has 
added meaning when broken down 
for new car ownership and used car 
ownership. In the income group of 
$2,000 and under the study showed 
384 cars bought new per 1,000 fam- 
ilies and in the group earning more 
than $10,000 1,434 cars. In the income 
group of $2,000 and under, 142 cars 
per 1,000 families were bought sec- 
ond-hand, while in the income 
group of $10,000 and over but 70 
cars were bought second-hand. This, 
too, revealed a well-known fact that 
persons of small income are the best 
used car prospects, while persons 
of larger income become poorer 
prospects as income increases. 

An analysis of total new automo- 
bile purchases shows the Stability 
which maturity has given the auto- 
mobile industry. During 1926, 1927 
and 1928 persons in the under $2,000 
income group per 1,000 families 
purchased an average of 72 cars per 


year. In the $10,000 and over group | 


424 cars were purchased per 1,000 
families. 

During 1929, 1930 and 1931 per- 
sons in the $10,000 and more group 
purchased per 1,000 families an aver- 
age of 387 cars. Here we see the 
effects of the depression. 

Specific studies were made of the 
sale of Cadillacs, Cords, Franklins, 
La Salles, Lincolns, Marmons, 
Packards, Pierce-Arrows, Du Ponts 
and Stutz. This showed an obvious 
fact that income determines the ca- 
pacity to buy high-priced cars. 
Studies made of the sale of high 
medium-priced cars, such as Auburn, 
Buick, Chrysler, Graham, Hudson, 
Hupmobile, Jordan, Nash, Peerless, 
Reo, Studebaker, Viking and Willys- 
Knight, showed that persons in the 
$5,000-$10,000 group -were the best 
prospects for those makes. 

In the medium price car class— 
DeSoto, Dodge, Erskine, Marquette, 
Oakland, Oldsmobile, Pontiac, 
Roosevelt, etc.—the study showed 
that persons in the $3,000-$5,000 
class were the best prospects during 
the years of 1926, 1927 and 1928 but 
in the years 1929, 1930 and 1931 
persons in the $5,000-$10,000 class 
were the best prospects. 

In the low-price class—Chevrolet, 
Essex, Ford, Plymouth, etc.—the 
study showed that during 1926, 1927 
and 1928, persons in the $2,000- 
$3,000 group were the best prospects 
while in 1929, 1930 and 1931, the 
same was true. 

The study of used car purchases 
showed that persons in the $2,000 
and under group were the best 
prospects. 

The two-car market was studied. 
This revealed what is already 
known, that is that persons in the 
$10,000 and over group are the best 


(Continued on Page 4) 





G. M. OF CANADA 
BOOSTS PRICES ON 
FOUR 1932 LINES 


(Continued from Page 1) 


Pontiac has been raised $25 


throughout the entire range, making 
the standard coach $960 and the 
standard sedan $1,060. Buick prices 
have been advanced $35 on the 
small 8-50 series, $40 on the 8-60, and 
$45 on the 8-80 and 8-90 models. 
The 8-50 standard sedan now be- 
comes $1,405, and the 8-60 standard 
sedan $1,790. Standard sedan models 
of the 8-80 and 8-90 series are $2,130 
and $2,475 respectively. 

Cadillac and La Salle prices have 
not yet been announced on the 1932 
models. 


CENSUS BUREAU 
ASKS CAR MAKERS 
TO FILE REPORTS 


(Continued from Page 1) 


cial agents to call on the establish- 
ments, 

The questionnaires for the current 
census are somewhat shorter than 


those used for 1929. Most of the in- 
quiries are simple, and it is believed 
that, as a rule, automobile manufac- 
turers will have little difficulty in 
supplying from their books the 
figures requested. As the census law 
makes it the duty of all those com- 
ing within the scope of the census 
to supply census data, delay in fill- 
ing out the questionnaires is of no 
advantage. 

An increasing number of manu- 
facturers in the automotive field are 
learning the value of census statis- 
tics, and the demand is increasing 
for prompt publication of these 
figures. The chief obstacle to the 
early issuance of preliminary sta- 
tistics is the fact that some auto- 
mobile manufacturers do not realize 
the importance of making their re- 
turns with the minimum of delay. 
It is obvious that industry and com- 
modity totals cannot be published 
until all important manufacturers 
have supplied the necessary data. 
Furthermore, the additional corre- 
spondence required to complete and 
correct the returns which are re- 
ceived promptly, and to urge delin- 
quent manufacturers to make their 
returns, contributes an appreciable 
proportion of the expense of making 
the canvass. All manufacturers are 
urged, therefore, to give careful at- 
tention to the figures in their re- 
ports, as well as to prepare and mail 
those reports promptly. 
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on Car. Sales 


THIS DEALER APPLIES THREE 


HELPFUL 


They Cover New and Used 
Car Departments as 
Well as Service 


Three little angles of merchandis- 
ing, applied respectively to new cars, 
used cars and service, are helping 
stimulate activity for the West 
Philadelphia Sales Company, Inc., 
4846-48 Chestnut St., Philadelphia, 
Studebaker dealers, 

In the case of new automobiles, 
the house is now dressing up all 
floor display units with extra equip- 
ment, not installed when they come 
through from the factory. On 
models with the exception of the 
Regal, this additional equipment 
consists of such items as metal tire 
covers, windshield wings and mirror, 
or about $75 extra. On Regal 
models, the additional accessories 
amount to about $40. In the former 
instance, the profit amounts to ap- 
proximately $30, which, in these 
times, is worth securing. If the 
extra accessories were not attached 
when the prospect viewed the car 
for the first time, the chances are 
it would be more difficult to sell 
them, either all together or indi- 
vidually; and when he has seen 
how well they look on the car as 
displayed, he ordinarily does not 
wish them removed, if he has de- 
cided to buy, but wishes to take 
them all, just as they are. The 
dealer purchases the additional 
equipment from the factory at 
prices lower than he could buy them 
elsewhere. 

A practice is being made of hav- 
ing at least two or three extremely 
good looking late models of cars, 
whether Studebakers, or otherwise, 
taken in exchange, continuously on 
display at the curb. As fast as any 
one of these units is sold, of course, 
another model is brought out, and, 
should all the models be slow to 
move at any time, the types are 
changed, offering a different group 


POLK REPORTS SALES 
IN 12 STATES 18.83% 
OVER DECEMBER MARK 


(Continued from Page 1) 


over December, 1931, when truck 
sales aggregated only 1,801 units. 

The fact that the eleven states 
from which report# are now avail- 
able normally account for only 15 
per cent. of the United States makes 
it difficult to estimate the total 
sales for the country during the 
month. However, if the rate of in- 
crease over December is maintained 
throughout the country, total sales 
of new trucks should reach approxi- 
mately 19,765 units. 


U. S., McKEE AND DYER 
AGENCIES IN MERGER 


(Continued from Page 1) 





the new company. George Enzinger, 


president of the 
Company of Chicago and Milwau- 
kee, becomes president of the 


. 


ee enn eS hand ausactemienieiaies 


THOUGHTS = 


of selections frequently. As a mat- 
ter of fact, this plan has been sell- 
ing the cars thus shown Satisfac- 
torily, and it was said at the deal- 
er’s that not far from half the 
number of used cars recently sold 
had been moved through this ar- 
rangement. Apparently the used 
car prospects are much attracted by 
the showing, and are more apt to 
buy when they can examine the 
units at their leisure in the open. 

The house has inaugurated a new 
policy of telephone calls to owners 
with regard to service, which is 
working out well. From an own- 
ers’ list, a young woman clerk daily 
makes about thirty such calls, a 
number of these being made to 
persons who have not brought their 
car in for service for thirty days, or 
thereabouts. 

Experience with this plan has 
shown the following things: That 
it is usually more or less difficult to 
get in satisfactory touch over the 
telephone during the day with the 
man of the family. That morning 
is the best time to telephone the 
home, for the women of the house- 
hold are pretty sure to be in. That 
afternoon telephone calls are largely 
a waste of time, in so far as good 
results are concerned, Evening, of 
course, is a good time for a salesman 
to call in person, as he may find the 
principal members of the family at 
home. 

If, while the office clerk is mak- 
ing her morning telephone calls, she 
thinks it advisable to have the per- 
son with whom she is in touch talk 
with the service manager, she makes 
this suggestion, and if it is agreeable 
to the car owner, she immediately 
switches him to that department 
head, who is able to answer any dif- 
ficult question. This phone call 
plan is being used to accommodate 
the customer by inducing him to 
keep his car in good condition and 
avoid unnecessarily large bills caused 
through his neglect, and at the same 
time to keep the service department 
active. 





York and Chicago, manned by pro- 
gram builders and continuity writers 
of national repute. Also special pro- 
vision has been made for the han- 
dling of publicity and client public 
relations on a highly organized pro- 
fessional basis. 


WILLIAMS & CUNNYNGHAM 
RE-ELECTS DIRECTORS 


Chicago, Feb. 15—At a meeting 
of stockholders of Williams & Cun- 
nyngham, advertising agency, held 


here today, all officers and directors 
were re-elected for the ensuing year, 
it is announced. 

Officers and directors of the com- 
pany are: Guy C. Pierce, Philadel- 
phia, chairman of the board; Lloyd 
Maxwell, president; Gerald Page- 
Wood, C. B. Engstrom and Franklin 
S, Owen, vice-presidents; J. V. Gil- 
mour, secretary, and Lewis M. Wil- 
liams, treasurer. Major Reed G. 
Landis and George L. Emrich also 
are vice-presidents. All officers ex- 
cepting Mr. Pierce are located in 
Chicago, The agency has offices 
in Chicago, Philadelphia and Rock- 
ford, Il. 


Dyer-Enzinger | N. J. TRADE GROUP 


MEETING TOMORROW 
Trenton, N. J., Feb. 15.—Under 


Chicago division. The United States| direction of the New Jersey Auto- 
Advertising Corporation starts op-|™otive Trade Association a meeting 


eration immediately with more than 
seventy accounts of national adver- 
tisers and will automatically rank, 
at the outset, as one of the largest 
and strongest agencies in the adver- 
tising field. Negotiations culminat- 
ing in the above announcement, it 
is said, have extended over a period 
of months. 

In addition to the standard de- 
partments now feund in all well or- 
ganized agencies, such as divisions 
of research and market analysis, 
technical advisory and creative de- 
partments, complete radio service 





units have been set up for both New 





and luncheon will be held Wednes- 
day at the Carteret Club. In at- 
tendance will be officers, directors 
and the legislative committee of the 
association and presidents of the 
local organizations affiliated. Charles 
Henkelman, Atlantic City, president 
of the association will preside. 
Counselor Hervey S, Moore, this 
city, will address the meeting, speak- 
ing on legislation affecting the 
automobile industry. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


woe 
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Overburdening Business 


M°? of the country periodically becomes exasperated 
with Congress, and bemoans its fate that it must submit 
to the rule of those whom it is charitable to call half-witted. 
It is a fact that when Congress is due to go into session, the 
whole country, particularly its business interests, are seized 
with a blue funk, wondering what disastrous legislation is 


going to be passed. 

There is no doubt that Congress has done and does do 
some pretty silly things. It enacts laws that have an 
extremely bad effect on business, Our present anti-trust 


laws are a case in point. 

However, we never stop to consider how much we our- 
selves, speaking collectively, of course, have contributed to 
unfortunate congressional action. The average man has no 
conception of the group pressure brought to bear on congress- 
men and senators, too, for the passage of laws favoring 
special interests of almost every conceivable kind. This 
pressure is exerted in the form of lobbies representing well 
organized minorities, vocal beyond belief and not at all careful 
of the methods they use in promoting their favorite insanity. 

The operations of some of these organizations in Wash- 
ington amount to nothing else than political blackmail. They 
threaten legislators with organized opposition to re-election 
in the event that they do not support the group’s pet 
measures, Some of these lobby bureaus keep card indexes of 
legislators’ careers, private as well as public. They use the 
information in their hands to blackmail the unfortunate con- 
gressman or senator who has anything against his record. 
Their operations take the form of the lowest kind of political 


chicanery. 

There is a definite line between pressure that may justly 
be brought upon legislators and political blackmail. The 
citizen is perfectly justified in telling his, congressman or 
senator how he feels toward any given piece of proposed 
legislation. The lobby bureau which lets a legislator know 
it has information concerning his private life which would 
not look well in print, is levying moral blackmail, however 
impotent our laws may be to stop it. 

The reason that we have noted all this is that Congress 
is going to be subjected to remorseless pressure with regard 
to measures under consideration for raising needed money 
through taxation. Loud and well organized lobbies are going 
to demand heavier taxes on business, particularly the type 
known as “big business.” Every demogogue is going to raise 
his voice demanding that business be further burdened for 
the benefit of the dear “peepul.” The trouble with all this 
is that if business, already staggering from repeated blud- 
geonings is further burdened, it is going to find it difficult 
to keep going, to say nothing of reviving to give additonal 
jobs to the nation’s labor. 

The present Congress has shown a praiseworthy desire 
to aid the country in its present situation. It has taken a 
business-like attitude toward our problems. But it is hamp- 
ered in passing far reaching remedial measures by the 
activities of noisy and morally criminal lobbies working day 
and night to prevent abolition of their pet lunacies. 

As a fundamental of future progress, we might do very 
much worse than legislate out of existence lobbying as it is 
carried on now in Washington. No matter how superficially 
noble the cause may be, it ought not be permitted to maintain 
an organized lobby in Washington for the obvious purpose of 
bringing political pressure to bear on our national legislators. 

As long as we permit this sort of thing to continue, we 
have not much right to complain if Congress passes laws that 
do not meet with our approval and which prove disastrous 
to our financial system. 


a 












‘Alexander Johnston, Secretary. 























and 1928. 

A study was made of the net cost 
of the car to the purchaser. Dur- 
ing 1926, 1927 and 1928 persons in 
the $2,000 and under group paid 
an average of $710 for their car. 
During 1929, 1930 and 1931 this 
average dropped to $492. Similar 
decreases were found in the other 
income groups. 

After learning the history of car 
purchases by each family, the in- 
vestigators took speedometer read- 
ings of all cars. From these read- 
ings it was possible to compute the 
average annual mileage of each car. 
Here is the average for each income 
group: 

Average Annual 
Income group mileage per car 
oo fOr ee 8,972 
TEER OOD cic ccccccccccoscs 11,665 
PE CUOPOROD co dcvccccessececces 10,794 
$5,000-$10,000 
Eee GEE GUUE scccccccssus 11,104 

The speedometer readings also 
provide a basis for computing the 
annual gasoline consumption of 
each car. For this purpose the fol- 
lowing normal rate of consumption 
was applied to each car: High- 
priced cars, 10 miles per gallon; 
high medium-priced cars, 12 miles 
per gallon; medium priced cars, 15 
miles; low priced cars, 18 miles. 

In terms of annual gasoline con- 
sumption per car owned by a fam- 
ily the picture is as follows: 

Annual gallons of 
Income group gas per car 
ED 68.606 1060 erences 572 
SEE se ec6csesesccecers 761 
$3,000-$5,000 ..... $06 s6sneeeeas 821 
DOEMED dsc cveccdccvdsces 910 
Gee GE CVOE io occcccccorecs 984 


Other surveys have shown the 
average life of an automobile in the 
United States to be about seven 
years. Significant therefore, is the 
length of time the average car- 
owning family in each income group 
drives its automobiles. 


Income group Years of driving 
Under $2,000 ...... 4.4 years per car 
$2,000-$3,000 ...... 4.0 years per car 
$3,000-$5,000 ...... 3.5 years per car 
$5,000-$10,000 ..... 3.2 years per car 
$10,000 and over ..3.8 years per car 


If two-car families replaced both 
cars at the same time automobile 
turnover would correspond to the 
table above showing length of serv- 
ice per car. But in most families 
the first and second cars are of dif- 
ferent years. The frequency of pur- 
chase per car-owning family in each 


| COMING EVENTS || 
cceiaetieeiadiiaimtidtee ici al 


FEBRUARY 


13-19—Indianapolis, ind. Indianapolis Au- 
tomobile Trade Association Show 
Ear] G. Henry, Mgr. 

13-20—Kansas City, Mo. Annua) Auto- 
mobile Show. Kansas City Motor 
Car Dealers’ Association. American 
Royal Building. 

13-20—Los Angeles, Cal. Automobile Salon 
Hote) Biltmore. 

15-20—Memphis, Tenn. Show. 

17-20—Burlington, Vt. Show. 

17-20—Charlotte, N. C. Show. 

17-20—Mankato, Minn. Show. 

17-21—Pcoria, Ill. Automobiie Show. 

18-22—Holyoke, Mass. Show. 

20-21—Green Bay, Wis. Show. 

21-25—New Orleans, La. Show. 

22-27—Des Moines, Ia. Show. 

23—Des Moines, Ia. 13th Annual Meet- 

ing and Convention. Iowa Auto- 
motive Merchants Association, 

22-March 6—San Francisco, Cal. Automo- 
bile Salon Palace Hotel 

27-March 5—Albany, N. ¥Y. 22d Annual Au- 
tomobile Show, Albany Automobile 


Dealers’ Association, Inc., State 
Armory. 
29-March 5—Seattle, Wash. Show. 
MARCH 
8- 5—Gary, Ind. Automotive Trade Asso- 
ciation, annual show. A, 4H. 


Travers. chairman. 

8- 5—Manchester, Conn. Show. 

8- 6—Decatur, Ill. Show. 

5-13—Toronto, Can.. National Spring Mo- 
tor Show of Canada. Canadian Au- 
tomobile Chamber of Commerce, 
Coliseum, Exhibition Grounds. 

10-12—Ansonia, Conn. Show. 


OCTOBER 

3- 7—Buffale, N. ¥Y. National Metal Ex- 

goctieen, 174th Regiment Armory. 
. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 

3- i—Buffalo, . National Metal 
Congress. Sponsored by American 
Society for Steel Treating, with co- 
operation of American ciety of 

echanical Engineers, Institute of 
Metals and Iron and Steel Divisions 


of American Institute of Mining 


and Metallurgical Engineers, Amer- 
- Welding Society, Wire Associa- 
ion. 


prospects for the purchase of a 
second car. The study showed that 
families in the high income group 
during 1929, 1930 and 1931, increased 


the number of second cars in the 
family as compared with 1926, 1927 












‘Time’ Analysis Reveals 
Data on Car Markets 


(Continued from Page 3) 





income group is currently as follows: 
Frequency of 
Income group purchase 
Under $2,000 ..1 car every 4.4 years 
$2,000-3,000 ..1 car every 3.8 years 
$3,000-$5,000 ..1 car every 3.1 years 
$5,000-$10,000 .1 car every 2.5 years 
$10,000 and over 1 car every 2.5 years 
Looking back over one complete 
cycle of purchases for each income 
group and comparing present own- 
ership with previous ownership it is 
possible to analyze replacement sales, 
Following are the clean sales—one 
which does not involve a trade-in 
—of automobiles still in use: 
New Ownership Per 
Income Group Thousand Families 
CEE RED sc ccccoscesceee 55 
$2,000-$3,000 ...... eocvccccee 91 


$5,000-$10,000 ...... Seccceves 133 
$10,000 and over ............ 164 

The balance of present owner- 
ship, representing replacements in- 
volving trade-ins, is as follows; 
Replacement of Replacement of 
same make per different make per 
syhousand families thousand families 
Under $2,000 ....158 175 
$2,000-$3,000 ..... 249 412 
$3,000-$5,000 ..... 330 449 
$5,000-$10,000 ....331 659 
$10,000 and over .459 811 

The study reveals the definite in- 
fluence of the depression. People are 
buying cheaper cars. As income de- 
creases people are driving their cars 
longer. 

Some dealers may find their pros- 
pects in an entirely new income 
group. 

The complete study is worthy the 
study of any dealer. 


FORD TO INCREASE 
CHICAGO PAY ROLL 


Chicago, Feb. 15—The advent of 
the new Ford models will be a fac- 
tor in improving the employment 
situation here, it became known to- 
day, with reports that the company’s 
Chicago branch and assembly plant 
plans to add 1,000 workers shortly, 
the exact date to await word from 
factory officials in Dearborn. 


RUBBER CONSUMPTION 
GAINS IN JANUARY 


(Continued from Page 1) 


December figure and 15.6 per cent. 
below January a year ago. 

This association estimates total 
domestic stocks of crude rubber on 
hand January 31, at 322,860 long 
tons, which compares with Decem- 
ber 31 stocks of 322,826. While 
January stocks show practically no 
change aS compared with December, 
they were 54.1 per cent. above stocks 
the same date last year. 

Crude rubber afloat for the United 
States ports on January 31 amount- 
ed to 77,244 long tons, as compared 
with 53,940 long tons on December 
31, and 56,188 long tons on Janu- 
ary 31, 1931. 


F. W. WARNER, FORMER 
OAKLAND PRESIDENT, 
DIES IN FLORIDA 


Detroit, Feb. 15.—Telegraphic ad- 
vices from Clearwater, Fla., report 
the death of Frederick Wellington 
Warner at his home on Dudedin 
Isles, near there, after a short ill- 
ness, For several years Mr. Warner 
had been in the real estate business 
in Florida, but prior to that he had 
been prominently identified with 
the automobile industry. 

In 1911 Mr. Warner was manager 
of the Chicago branch of General 
Motors, and in 1914 he went to Pon- 
tiac as general sales manager and 
assistant general manager of the 
Oakland Motor Car Company. He 
climbed fast to general manager, 
vice-president and then president. 
When he became Oakland’s presi- 
dent he also was made a member of 
the board of directors of General 
Motors. He retired from General 
Motors in 1921. 

Mr. Warner was born in Beloit, 
Wis., 66 years ago, and leaves a 
widow and two sons. Funeral serv- 
ices will be held in Clearwater, but 
the burial will be at Beloit. 


VACATIONS WITH PAY 
NEW WESTINGHOUSE PLAN 
Springfield, Mass., Feb. 15.—The 
order whereby vacations of em- 
ployees would be without pay, ef- 


It is further stated that soon after | fective for about a year, has been 


these men are added, the forces will| Tescinded by_ the 


be gradually increased by 2,500 more 
workers until the total number em- 
ployed will be at full capacity, or 
3,500, the first time in many months 
that the local Ford shops have oper- 
ated with a complete staff. 





NEW PONTIAC DEALER 
Passaic, N. J., Feb. 15.—Announce- 
ment was made today that John A. 
McCrane Motors, Inc., 981 Main 





Westinghouse ~ 
Electric and Manufacturing Com- 
pany in notices posted in its East 
Springfield factory. The basis for 
the order is said to be belief that 
better conditions are in prospect. 


Ave., under the management of 
William Corcoran has taken over 
the Pontiac dealership in this city. 
McCrane Company also handles the 
Reo. 





Sees Used Car Problem 
Key to New Car Sales 


(Continued from Page 2) 





accept any used car carrying the 
slogan of this firm. Incidentally, 
the Dow Motor Company is fifteen 
years old, and has established a 
certain reputation for fair dealing 
that is an asset in making present 
day sales on the strength of con- 
fidence. 

This firm thoroughly reconditions 
all cars of real value, those of a 
value of approximately $250 and up. 
Such cars carry the “O. K.” and are 
guaranteed for thirty days. No type 
of car other than the kind this com- 
pany is agent for is guaranteed in 
used car sales, this regardless of 
condition, 

Used cars are not accepted on 
other used car sales. When a used 
car is sold, it makes room for a new 
car trade-in. The only used cars 
accepted on a used car trade are the 
junkers. In this way, the firm is 
concerned only with units and not 
with dollar inventories, hence most 
used cars are of the better type and 
have buying appeal. 

An average of $30 is spent on re- 
conditioning used cars by the Dow 
Motor Company. A centralized shop 
is had on the fourth floor of the 
main building, which is a floor space 
of one-quarter city block. The fore- 
man in this shop spent eleven years 
in the Ford factory; his mechanics 
are supplied with equipment to do 


a first class job. An average of 100 
used cars are painted monthly in 
this shop; all wood work is replaced 
where needed, Three wood working 
machines are had for cutting to 
shape all wood work from oak rather 
than buying the pieces to fit.. Plas- 
tic wood is never used in the shop to 
make the cars appear right—new 
material is always used. 

Brakes, transmission, motors and 
a general going over is given all 
cars. No speedometers are set back. 
“It is much easier to sell a car with 
a 49,000 mileage showing than one 
with a 19,000 mileage when the tires 
have been replaced and other fea- 
tures suggesting a ‘doctored’ speed- 
ometer,” says Mr. Tips, the sales 
manager. 

This motor company places shop 
charges, salesmen’s commissions and 
a reasonable gross profit mark-up 
on the used car tickets. There are 
no code figures; the trade-in value 
is plainly shown. In most instances 
the used cars are moved by this 
firm without a mark-down from the 
regular mark-up; but if a reduction 
is necessary to move the car, such 
reduction is taken before the car 
has been on the floor for ninety 
days. The ninety-day stock does not 
average over five cars, while the 
average used car stock is from 150 
to 200 cars, 
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~ Auburn’s Leadership Is More” 


Pronounced ‘Today Than Ever 
COMPARISON PROVES IT 


5-Pass. Sedan 


*1645 


Costs 94% more than Auburn 





Twelve 


Costs 113% more than Auburn 








Twelve 


Costs 118% more than Auburn 








Twelve 


Costs 127% more than Auburn 





sey 7o bu 


Costs 144% more than Auburn 


Twelve 





Costs 179% more than Auburn 


Twelve 








ANIBNUIRN 


Auburn’s 12 offers MORE Horse Power 
than any other Twelve on the market. Only 
one other Twelve offers Automatic Chassis 
Lubrication and it costs $2100 more than 
Auburn. Only two other Twelves have 
Startix and they cost $2000 more than Au- 
burn. Only one other Twelve has X-type 
frame (which Auburn originated last year) 
and it costs $2000 more than Auburn. Only 
two other Twelves have cam and lever type 
of steering and they cost $1500 to $2000 more 
than Auburn. The nearest competitive 12- 
Cylinder five-passenger sedan to Auburn 
costs $1555 more than Auburn. 


Although buyers PAY LESS they get MORE 


Above we show what the public has 
to pay for 12-cylinder cars. 


The Auburn Twelve is within reach 
of a MUCH LARGER market than 
ANY other Twelve. . 


Now, what do people GET for what 
they PAYP 


They get more Horse Power in the 
Auburn; they get a car that accelerates 
faster, runs faster and smoother, climbs 
hills faster and easier, than any other pro- 
duction car. 


“Talk” alone will not sell automobiles 
today. People are too wise! Buyers are 
too careful! 


You must be able to PROVE by 
COMPARISON and by ACTUAL PER- 
FORMANCE that the car you handle 
gives bigger value. 

Auburn’s Twelve is built specifically 
to excel in the kind of a market that we 
have now. 


Because, with the Auburn Twelve 


dealers CAN 


other car. 


With Auburn’s new Twelve dealers 
can give a demonstration no competitor 
can even approach. 


With the Auburn Twelve dealers can 
offer the EXCLUSIVE advantages of 
Dual-Ratio. 


Why compete AGAINST Auburn 
when you can reach MORE Twelve-buy- 
ers with Auburn and offer so MUCH 
more value—and other Twelves cost 94% 
to 179% more than Auburn? 


Remember how Auburn predicted 
seven years ago that the industry would 
go Straight Eight? That prediction came 
true. Now we predict the 12-Cylinder car 
will eliminate the Eight, as Eights did the 
Six and as the Six did the Four. Watch 
this prediction come true also. 


A factory’s growing years are the 
most profitable years for its dealers—Au- 
burn is growing! 

Write or wire us. 


OUT-PERFORM any 





AUBURN AUTOMOBILE COMPANY, AUBURN, INDIANA 


Division of Cord Corporation 
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First Twelve Leading Makes in the Ranks of 


































































































| j | | | | 
1931 | JANUARY FEBR’Y | MARCH | APRIL | MAY JUNE | JULY | AUGUST \SEPT BER locTOBER|NOVMBER DEC'MBER 12 M’NTHS 
; | | | 
MONTHLY SALES........... | 126,786 | 134,133 | 200,841 —-265,732 | 247,727 | «201,911 =| 194,291 ‘155,707 | 124,875 102,639 | 75,821 | 77,553 | 1,908,016 
FIRST beeen eee e ee eeees Chevrolet | Chevrolet | Chevrolet | Ford | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet 
Sales scsecsccssccscos| 41,078 41,564 | 61,062 | 81,457 | 78,668 | 65,798 | 58581 | 44,058 | 33,324 29,792 | 20,795 | 27,929 | 583,387 
PEGE sc ccecsasegueescesecs | Ford Fora | Ford | Chevrolet | Ford | Ford | Ford Ford | Ford Ford | Ford | Ford | Ford 
Sales seeeccereseces 36,958 | 39,668 | 60,625 | 980,743 | 74,066 | 58,027 | 50,349 | 38835 | 30,849 | 23,987 | 17,544 | 16,174 | 528,539 
SPER: See ry ~ Buick Buick | Buick | Buick Buick | Buick | Plymouth | Plymouth | Plymouth | Plymouth | Plymouth | Buick | Plymouth 
Bek. 4 innavigsenndednast 6,716 6388 | 9,408 | 12,588 | 10835 | 8686 | 14599 | 19134 | 16881 | 411,573 | 17,290 | 6,964 | 94,276 
FOURTH ixbank wees Pontiac Pontiac | Pontiac | Pontiac | Pontiac | Pontiac Buick Buick Buick “Buick | Buick Plymouth | Buick 
Sales. . Macabeseeebhia een 4,175 5,018 7,959 | 11,069 | 10,795 | 8229 | 7,965 !| 6,491 5,265 | 4649 | 4916 | 5,035 | 90,871 
SR: <400s4scnebhssannerinn Dodge | Dodge | Dodge | Dodge | Chrysler | Chrysler | Pontiac Pontiac | Pontiac Pontiac |Studebaker| Pontiac Pontiac _ 
Sales...... sescrsesessovessons 3,815 4,314 6,195 7.773 #| 7,870 | 6,593 | 17,542 5408 | «= 4,458 =| = 3,482) | 2,717 | 2,485 73,154 
ES ©, 5.5 6a5.0d0-0d4663000505 Essex Oldsmobile|Oldsmobile | Chrysler | Dodge Dodge | Chrysler | Chrysler | Chrysler |Studebaker{ Willys |Studebaker| Dodge 
DANES. ...00.0000 secvescccoones 3,366 3,872 6,058 7,745 7,073 | 5593 | 5892 | 4521 | 3,731 3,304 | 2,637 2,157 | 53,086 
SUTNIENEE cuccstacssvesueess Studebaker| Essex. | Chrysler |Oldsmobile Oldsmobile| Oldsmobile) Dodge | Dodge Dodge | Chrysler | Pontiac | Willys Chrysler — 
| SR ERERS sasncesese _ 3,270 3,264 5,300 7487 | 6356 | 4944 | 5,340 | 42,03 _ 3,035 | 2,801 |- 2634 | 1,746 | 52,644 
EN og oek wack chia Nash (Studebaker| Essex Essex Essex Essex | Nash | Nash (Studebaker; Willys | Chrysler | Dodge (Oldsmobile 
7 NBs os cs cccvenriverscveccees 2,622 3,121 5,064 7,070 6047 | 4,787 | 5,173 | 3,855 | 3,000 | 2,398 | 1953 | 1,674 | 46,679 
EN G5. Soa e te oh onaae ial Chrysler | Willys |Studebaker Studebaker |Studebaker |Studebaker | Oldsmobile| Oldsmobile) Nash | Dodge Dodge | Chrysler |Studebaker 
Rats dele ceases cuaaeiaks 2,402 | 3112 | 4,802 6,074 | 5,420 | 4,741 | 4,748 | 3,648 | 2,872 | 2,335 1,736 | 1,593 | 46,532 
Es sn tncnivascestaseseus “Plymouth | Nash | Nash Nash | Willys Willys (Studebaker |Studebaker | Oldsmobile| Nash | Nash | Oldsmobile| Essex 
ee siti aekhads bain 2,376 2347 | 3,935 | 5259 | 5079 | 4,266 | 4513 | 3413 | 2521 | 1,973 | 1,515 | 1,490 | 42,543 
ETERS 5 vstessaevesvahs Oldsmobile| Chrysler Willys | Willys | Auburn | Plymouth | Willys | Essex | Willys | Oldsmobile} De Soto | Nash | Nash 
RN ht tM ai 2,363 2,243 3,557 5.102 | 4924 | 3896 | 3852 | 2,755 | 2,081 | 1,802 | 1,428 | 1,407 | 39,366 
EELS 046 505004000065%% Willys | Plymouth | Auburn | Auburn | Nash | Auburn | Essex | Willys | Essex | Essex | Essex | DeSoto | Willys 
EPR REE ers 2.021 2,104 | 3,335 4,724 | 4622 | 3,794 | 3,840 | 2721 | 2072 | 1,822 | 1316 | 1,246 | 38,572 
















































































































































































| 
1929 JANUARY FEBR'ARY| MARCH | APRIL | MAY | JUNE | JULY | AUGUST| SEPT. OCTOBER|/NOV’MBERDEC’MBER 12 M’NTHS 
| | | | | | 
MONTHLY SALES........... 219,845 235,337 | 378,346 481,896 | 454,153 | 386,537 | 432,695 | 376,933 | 304,422 | 288,829 | 183,633 | 138,782 | 3,881,408 
. ., a are es ~..) Ford | Ford | Ford | Ford =| Ford | Ford | Ford | Ford | Ford | Ford | Ford | Ford | Ford 
Rte cals sagucuneerer is | 78,902 | 74,525 112,868 | 144,750 | 143,472 | 129,158 | 151,942 | 136,960 | 112,451 | 103,692 | 69,516 | 51,883 | 1,310,119 
ENS cos cx saa teinrces oo ic Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet 
SRA ope: 31,237 52,608 | 82,953 | 96,346 | 90,290 | 74026 | 87,693 | 74,196 | 61,005 | 64,248 | 38,881 | 26,570 | 780,053 
THIRD.......................| Whippet | Whippet | Essex | Essex | Essex. | Essex | Essex | Buick | Buick | Buick | Buick | Dodge | Essex 
ee id ickteeeeenee oii 12,888 | 13,064 | 23,282 | 30,128 | 27,259 | 21,299 | 19,307 | 26624 | 20,381 | 17,730 | 8905 | 7,583 | 191,328 
Es ion heeotenasended “Essex | Essex. | Whippet | Whippet | Whippet | Whippet | Pontiac | Pontiac | Pontiac | Essex | Dodge | Buick | Buick 
RRS 12,743 12,989 | 20,622 | 26940 | 21,912 | 17,251 | 18359 | 14,086 | 10071 | 9470 | 7,120 | 17,156 | 172,298 
Ec cccccce Saeiieeeewe ea | Buick | Pontiac | Pontiac | Pontiac | Pontiac | Pontiac | Whippet | Essex | Essex | Pontiac | Essex | Essex | Whippet 
oe oe | 10,566 | 10,233 | 19034 | 23,774 | 21,703 17,147 | 17,280 | 12948 | 9857 | 8483 | 6,711 | 5,335 | 162,362 
GMMR és cssccae ian sarees | Dodge | Buick | Buick | Buick | Nash | Buick | Buick | Whippet | Chrysler | Whippet | Pontiac | Pontiac | Pontiac 
a ia 9441 | 8,249 | 12,894 | 16083 | 14415 | 13,995 | 16,365 | 10,950 | 8266 | 6912 | 5,209» | 4,053 | 158,245 _ 
nes ackabnce cages Nash Dodge | Dodge | Nash | Buick | Nash | Dodge (|Studebaker| Whippet | Dodge | Nash | Nash | Dodge 
SRE ERE: | 6637 | 7,819 | 11,296 | 15560 | 13,350 | 11,028 | 11,612 | 9027 | 7,610 6984 =| 4457 | 3,193 | 115,775 
EIGHTH...................... Pontiac | Nash | Nash | Dodge | Dodge | “Dodge | Nash Nash | Dodge | Chrysler | Chrysler | Chrysler | Nash 
i a a 6,093 6172 | 10895 | 14429 | 13,277 10,907 | 11,570 | 8713 | 6907 | 6,736 | 4104 | 3,170" 105,113 
EE a vc cnbasdcae ean xiwe ee Chrysler |Oldsmobile |Oldsmobile |Oldsmobile Oldsmobile | “Plymouth | Plymouth |Oldsmobile | Plymouth | Plymouth r Whippet | Whippet (Oldsmobile 
Te eee ale ata | 5,753 5.438 | 9,681 | 12,789 | 11879 | 10,366 | 10955 | 8586 | 6,780 | 6598 | 4,022 “| 2,911 | 89,425 
TENTH....................../ Studebaker Studebaker |Studebaker |Studebaker | Plymouth [Oldsmobile |Oldsmobile | Chrysler |Studebaker| Nash | Plymouth |Studebaker | Plymouth 
aa ta i 8 5492 | 4986 | 8285 | 10,529 11,237 | 10,150 | 10860 | 8575 | 6690 | 6445 | 3833 | 2,729 | 84,962 
MURMEWIEINTTTN,. «cc cccecccsccese Plymouth| Chrysler | Hudson | Chrysler |Studebaker| Chrysler |Studebaker| Dodge | Nash |Studebaker |Studebaker| Plymouth | Chrysler 
a i a 4.771 | 4496 | 7,261 | 9878 | 9235 | 8517 | 9674 | 8,500 | 6028 | 5,755 | 3,237 | 2643 | 84,520 
TWELFTH................... | Oldsmobile| Hudson | Chrysler | Plymeuth | Chrysler |Studebaker| Chrysler | Plymouth |Oldsmobile (Oldsmobile |Oldsmobile [Oldsmobile |Studebaker 
MCC ciectsvassibhastsanes 3,886 | 4201 | 7,250 | 9818 | 9,023 | 7,199 | 8,752 | 7907 | 5877 | 5121 | 2,941 | 2,217 | 82,839 
] ' | 
1927 JANUARY FEB’ARY | MARCH APRIL | MAY | JUNE | JULY | AUGUST |SEPTEM’R OCTOBER) NOV’BER | DECEM’R | 12 MONT’S 
| | | | 
MONTHLY SALES .......... | 174,655 | 180,070 259,696 | 327,704 | 315,328 | 263,868 | 247,845 | 242,115 | 184,808 | 184,027 | 132,535 | 89,256 | 2,601,907 
FIRST ......................|. Ford | Ford | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet 
PC Asche ehaiidiedehunsant 53,946 47,746 | 61443 | 75,478 | 77,384 | 66,694 | 60,263 | 56,019 | 45,624 _ 56,308 | 40,310 | 20,593 | 642,288 — 
ER ccnahanentea ...+.s+| Chevrolet | Chevrolet | Ford Ford | Ford | Ford | Ford Buick | Buick Buick Buick | Buick | Ford 
IE SN 53 ain cetninamenicesl | 36,975 | 45,197 58,285 66,509 - 62,821 40,515 | 29,249 | 32,079 | 22306 | 18857 | 12,934 | 10,117 | 390,671 __ 
SME spceseccadveenads ...| Buick | Buick | Buick Buick | Buick | Buick Buick Essex | Chrysler | Chrysler | Chrysler | Chrysler | Buick 
rrr | 12,266 | 12,298 | 19,936 | 25,569 | 22544 | 20,044 | 21,813 | 17,868 | 14203 | 12,848 | 9443 | 6,530 | 230,763 _ 
FOURTH ..................... Chrysler | Essex. | Essex Essex | Essex | Essex “Essex. | Chrysler | Essex | Essex | Essex Essex. | Essex 
RE Sakeskiensshtasnsceunna | 9,044 10,234 | 16,259 | 21,991 | 19,354 | 15,897 | 18422 | 15,337 | 12,675 | 10,754 | 7,791 | 5,526 | 165,086 
lp veeeceeseees| Essex | Chrysler | Chrysler | Chrysler | Chrysler | Chrysler | Chrysler | Ford ' Dodge 7 Dodge Dodge | Dodge | Chrysler ° 
RG ois cheeesiaedindedins 8,315 8,703 | 12,931 17,767 | 17,242 14469 | 14442 | 15,278 | 10,218 | 10,175 | 6908 | 4,933 | 152,959 ° 
Geman ...... vcesesssesvssse.| Dodge | Dodge | Dodge | Whippet | Whippet | Dodge Nash | Dodge | Pontiac | Pontiac | Pontiac Pontiac | Dodge 
CE scien thindghanninhenad 7,850 7,848 ‘10,839 | 13,417 | 13,550 | 12,610 13,037 | 13573 | 9,902 | 9300 | 6,731 | 4,787 | 122,923 
SEVENTH ...................| Nash “Nash | Whippet | Nash | Dodge | Pontiac | Pontiac | Pontiac Nash Studebaker| Studebaker|- Nash | Pontiac 
PD tititsehs tistersatianves 5,758 | 5,901 | 9610 | 13,265 | 13402 | 12,133 | 12,358 | 13,089 | 9204 | 8136 | 5,779 || 4098 | 112,910 _ 
ME wc. occ aeieeacceneas “Whippet | Whippet {| Nash | Dodge | Pontiac | Whippet Dodge | Nash |Studebaker| Nash | Nash | Studebaker Nash 
SP Tit siiscseh dks cadeeeenee 4,916 — 5,740 9521 | 13,180 | 13,043 | 11,651 | 11,387 | 12,766 8417 | 7,808 | 5,560 | 4,098 | 109,143 
dela an idadestanee Studebaker| Pontiac | Pontiac | Pontiac | Nash | Nash | Whippet | Studebaker; Whippet | Whippet | Whippet | Whippet | Whippet 
icc ckevekictabseuans 4399 | 5,624 | 9,389 12,576 ‘11,619 | 10,606 | 9,865 | 9844 | 6,240 | 6141 | 4,772 | 3,296 97,778 
TENTH .....................| Pontiac |Studebaker |Studebaker |Studebaker |Studebaker [Studebaker Studebaker, Whippet | Ford | Oakland | Ford | Hupmobile Studébaker 
SETA rs bocinh tes saesbiins 3978 | 4534 | 9318 | 11,291 | 10,961 | 8902 | 8257 | 8580 | 5814 | 4,884 | 3461 | 2414 | 93,886 
ELEVENTH .................| Hudson Durant | Hudson | Hudson | Durant | Durant | Hudson | Hudson | Oakland | Ford | Oakland | Ford “Hudson 
MT US iisesixstnavecneaece 3858 | 3,251 | 5361 | 6,756 | 6,953 | 6157 | 7,165 | 6063 | 5,267 | 4637 | 3,254 | 2,410 | 58,186 
TWELFTH ...............--.| Durant |Oldsmobile | Durant | Durant | Hudson | Hudson Durant | Oakland | Hudson | Hudson | Hudson | Hudson | Durant 
eR isias bite cae samme 3,726 2,801 | 4,363 | 6,069 | 6,220 | 5,927 6176: | 5,527 | 4,702 4053 | 2,926 | 2397. | 54,512 





Vibrations in Machinery 


A M \ Mi l | oe 
through the coils depending on the ms en 
re easur ed b iniatur € distance of the steel pieces from f cars; petition for establishment 


magnetic steel are adjusted so that 
the two coils are electrically bal- 


BAY STATE LEGISLATURE mobiles; petition that companies 


issuing policies on bonds under the 


REPORTS ADVERSELY ON r utom e insurance 
anced—the amount of current | CAR INSURANCE BILLS oe an teen peeener = catia = 


death or personal injuries by owners 





9 
Boston, Mass., Feb. 15—A bill for|o¢ state fund from proceeds of an 


Seismo ra h Made b “Ag them. are is, then, @ sero seed: | the- establishment of the so-called | increase in gasoline tax 
y KH. eee - as a means 
z p ing of the indicating instrument) |. : ‘bili ile} Of providing security for civil lia- 


Somewhat like the seismograph, a | weight hold it in position. The out-| which the detector is attached cause | flat rate system of insurance were 


when there is no vibration. financial responsibility automobile | 


Vibrations of the machinery to] insurance law and a petition for a bility of automobile owners on ac- 


count of injuries caused by auto- 


device for recording earthquake | side shell of the deteetor vibrates at| , swaying of the outer shell of the| among several measures on which mobiles. 

tremors, is the instrument devel- | the same period as does the machine instrument, and, therefore, varying | the Legislative Insurance Committee 

oped in the general engineering | to which it is attached, but the lead| qicstances between the coils and -the| have made adverse reports. DE COZEN REPORTS 175% 
laboratory of the General Electric | weight, because of its mass and loW| magnetic pieces. These differences} Others included: petition that a GAIN IN JANUARY 


Company, for the measurement, in| natural frequency, remains fixed in| cause a variation in the flow of the| division of automobile insurance be| Newark, N. J., Feb. 15.—Sales 


thousandths of an inch, of vibra- | space. 


500-cycle current—differences that,| established in the Department of|figures of the De Cozen Motor 


tions in steam turbines or other! In the lead weight are embedded|in the indicating or record-instru-| Public Works; a petition providing |Company, Chrysler distributor, ac- 


machinery to which the instrument two coils, on opposite sides. 


In|ment, are translated into thou-|a state fund be created from the| cording to Alfred De Cozen, presi- 


is attached. front of each coil is an adjustable|sandths of an inch in vibration] proceeds of an increase in the gaso- | dent and general manager, indicate 

















Within its case, which is bolted to| piece of magnetic steel, 


Two tension springs on the top and| alternating current, 


fastened to] readings. line tax for the payment of claims} an increase of 79 per cent. in the 
the machine under imnvestigation,/the outer shell. The coils in the} The device is an application of the|for personal injuries caused by /yolume of business for January, as 
there is suspended a block of lead.| weight are energized by 500-cycle| electric micrometer, an instrument] motor vehicles; petition that opera-| compared with the same period a 
and the air/that has been found serviceable for| tors instead of car owners be made | year ago. February, Mr. De Cozen 
four springs on each side of the| gaps between the coils and pieces of | numerous types of measurements. liable for injuries caused by auto- | said, is showing sustained business, 
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American Car Manufacturers by Makes and Months 
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oe GABRS...ccccces: | = = 211,645 | 298,822 357,065 | 345,041 | 260,942 | 254,097 | 203,737 | 175,286 ; 150,219 96,054 | 2,626,068 
Bee AV ce Ay cottewn av etre 54 or Ford Ford Ford | Ford Ford | Ford | Ford | Ford ‘For | oO*# 
Risks, +0. dverseesenenses s+] 70,257 88,916 | 122,957 | 146,112 | 143,535 | 112,749 | 109,372 77,476 | 65,578 | 55,418 33,084 ‘|Site | a 
— i ckneresunes voles | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet, Ford || Chevrolet 
= a Acedeodexs seeeeseees| 42,689 _ 53,753 | 73,58 | 83,372_—| ~—79,775 =| «(58,107 | 56,129 46,807 | 39,023 33,383 | 20,669 29,651 | 618,901 
ieekecenevsisivenaes | Buick | Buick | Buick | Buick Buick Buick | Buick | Buick | Buick | Buick | Buick | Buick | ick 
Sales. .........-.ssssssseee++| 792 | 7,284 — | 10,619 —|—«:14,358 | 14,210 | 8551 | 8981 | 16316 | 13,288 10,199 | 5,809 | ea | Fay) 
sOuRTH aera | Essex | Essex Essex | Pontiac | Plymouth | Plymouth | Plymouth | Plymouth | Plymouth | Plymouth | Nash | Essex. | Pontiac 
Sales. .........-.ss-sssseeeee+| 5,391 | 6,231 |= 8,953 |= 11,043 | = 9,248 | «= 8868 | ~—«8,089 6,836 | 6020 | 4882 | 3213 2,677 | 68,387 
— Rah ida. deso basa , Dodge Pontiac | Pontiac | Essex Pontiac | Chrysler | Chrysler |Studebaker| Pontiac | Nash | Plymouth Studebaker | “Plymouth 
Bales..........+0.0-s0eeveeees 5,046 6,010 | 8662 | 9,864 | 8943 | 6951 | 6160 | 6,050 | 4,981 4,147 | 2,791 2,342 | 64,305 
SG ius ic tives cuore: | Pontiac Dodge Dodge | Dodge | Dodge Dodge (Studebaker | Chrysler |Studebaker| Chrysler | Dodge Nash | Dodce 
PE tsecesescese| 5,096 5,397 | 7,466 | 9,375 8,843 | 6,301 | 6,001 5,331 | 4,750 | 4045 | 2,767 | 2,338 | 64,155 
SEVENTH........... Sabeeets |Studebaker | Olds Olds | Chrysler | Chrysler | Pontiac Dodge | Pontiac | Chrysler | Dodge (Studebaker | Dodge | Essex 
eee | 3975 | 4346 | 6564 | 8,235 8,752 | 5,776 5,764 | 4,944 | 4521 | 3933 | 2537 | 2311 | 63,338 
LS ooo si lunvacuveredee | Nash (|Studebaker| Chrysler | Olds | Essex | Essex | Pontiac Nash Nash (Studebaker | Chrysler | Pontiac | Chrysler 
a te eesssceoeeens | 3,657 3699 | 5,800 | 7,591 | 8493 | 5,320 5,324 | 3,939 _ 3,865 | 3900 | 2522 | 1,945 | 60,908 
ECs 5c ui to5 stuccabae | Chrysler ‘| Chrysler |Studebaker |Studebaker Olds [Studebaker | Nash | Dodge | Essex | Pontiac | Pontiac | Plymouth |Studebaker 
SR ree | 348 | 3,173 | 5415 | 6458 | 6865 | 5,107 5227 | 3,928 | 3278 | 3,703 | = 2020S || «= 1,948 |S 56,525 
oes ces cn iced | Olds De Soto Nash Nash (Studebaker; Nash | Olds | Essex | Dodge | Essex | Essex | Chrysler.| Nash 
oan ce cuca cad S206! 3,86 3,104 4812 | 6275 | 6291 | 4913 | 4657 | 3,706 | 3,024 | 2818 | 1957 | 1,933 | 51,086 
a.................. | Plymouth | Nash | De Soto | Plymouth | Nash | Olds Essex | Olds {| Olds | Packara | Packara | Hudson | Olds 
ME spnnsnescsens esunstenes | 3,182 =} «2891 | 4457 | 6262 | 5819 | 4829 | 4650 | 3,014 | 2423 | 2348 | 1398 | 1,330 | 47,692 
TWELFTH.......... Trae “De Soto | Hudson | Plymouth | Willys | Graham | Packard | De Seto | De Soto | Packard | Olds | De Soto | Willys | De Soto 
SAEs eens scesivessseacons | 9584 | 2,875 ! 4,119 4911 | 4655 | 4008 | 3640 | 2432 | 23962 | 2,02 | 1317 | 1,304 | 35,267 
| | | | | 
1928 | JANUARY! FEBR’Y | MARCH | APRIL | MAy | JUNE | JULY | AUGUST |SEPT'BER OCTOBER|NOVMBER/DECMBER|I2 M’NTHS 
| | | | | | | 
MONTHLY SALES .......... | 135,909 | 165,316 | 254,881 | 332,180 | 351,509 | 317,191 | 324,085 | 329,925 | 271,846 | 284,740 | 212,093 ‘154,605 | 3,134,280 
SU taciceseesse .ssssseei| Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Ford | Ford | Ford Ford | Chevrolet 
nce sexcaccaenneas | 39,777 | 54948 | 177,229 | 95,684 | 99,015 | 87,113 | 84503 | 73,028 | 60,488 | 76,098 | 66,588 58,235 | 767,767 
SEE Sdeesvencacsaseés ee | Buick | Essex | Essex | Ford | Ford | Ford | Ford | Ford | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Ford ~ 
Sales ,...... wisia sae wai | 11,608 | 12,598 17,323 | 24,902 | 30,298 | 35,436 | 43,094 | 62,677 | 54,516 | 56,416 34133 | 11,405 | 481 340 
sR i aicamicae | Essex | Pontiac | Ford | Essex | Whippet | Whippet | Whippet | Buick | Buick | Buick Pontiac | Buick | Buick ~ 
I iciceanckssucevenens | 10,006 11,253 | 16162 | 21,561 | 26124 | 22877 | 22,502 | 23,862 | 18,966 | 18,758 | 13,555 | 8559 | 195,690 
FOURTH ....................| Pontiac | Buick | Whippet | Whippet | Pontiac | Buick | Pontiac | Whippet | Whippet Whippet | Dodge | Dodge | Whippet 
Rin kins tacuscnasecties | 9,156 10,735 15,693 | 20,680 | 22,005 | 20,121 | 20,121 | 19,163 | 14,350 | 13,604 | 11,209 | 8,540 190,826 
Daram........ ohaenv one ncs .| Chrysler | Whippet | Pontiac | Pontiac | Essex | Essex | Essex Pontiac Pontiac | Pontiac | Buick ‘Whippet | Pontiac 
— | 8.988 | 10,214 | 15,663 | 20,324 | 21,772 | 20,106 | 18,049 | 18,132 | 14,064 | 12,558 | 10,850 | 8.144 | 183,840 
RRC ee ee | Whippet | Chrysler | Buick | Buick | Buick Pontiac | Buick | Essex | Nash Nash Whippet | Pontiac | Essex 
iis Anes sabckcans | 8133 | 9,679 | 15,326 | 20,000 =| 21,386 | 19,764 _| 16519 _ | 16066 | 12.664 | 12,088 | 9342 | 7,246 | 177,175 
ee ...| Dedge | Dodge | Chrysler | Chrysler | Chrysler | Chrysler | Nash | Nash | Essex | Dodge | Essex | Essex | Dodge — 
Rete sepeie | 7,725 | 8804 | 15,206 | 19,611 | 20,289 | 16075 | 14616 | 15,715 | 12161 | 11,024 | 8545 | 7,240 | 148,541 
EIGHTH ....................| Studebaker! Studebaker| Dodge | Dodge | Dodge | Dodge | Dodge | Dodge | Dodge | Essex Nash | Nash | Chrysler 
EE iiksescsessecncnsesss | 5,833 | 6071 | 14032 | 18486 | 17,523 | 14361 | 13,667 12,611 10,559_| _ 10,240 1049 _| _5,019 _|_142,635 
SR Sine xsasecay vesesesee>| Nash | Nash | Studebaker| ‘Studebaker’ Studebaker Studebaker| Studebaker| Studebaker! Chrysler | Chrysler | Chrysler | Chrysler | Nash 
eo nns secumaaans | 4,768 | 5,632, | 9,44 | 12,003 | 12,446 | _10,798_| _11,993_ | 11,726 | 9145 | 9610 | 6048 | 4,609 | 114,980 
TENTH ......................) Hudson | Ford. | Nash | Nash | Nash | Oldsmobile| Chrysler | Chrysler | Studebaker|Studebaker Studebaker |Studebaker |Studebaker 
Cs <5 ssgsnnncpncnna’ | 3,352 | 4,930 9150__| 13486 | _9,703_| 8,945 | 11944 | 11433 | 6,704 | 7841 | 5,599 | _4,361_| 107,053 
REMVENTE .........c.cccces | Durant | Hudson | Oldsmobile) Durant | Oldsmobile} Durant | Durant | Durant | Oldsmobile Plymouth | Plymouth | Plymouth |Oldsmobile 
So <cecsubnnnsennas | 2977 | 3,938 | 6404 | 8333 | 9437 | 8746 | 8963 | 17,504 | 6613 | 6194 | 3.986 | 2,984 | 73,605 
TWELFTH ............... ...| Oakland |Hupmobile| Durant | Oldsmobile. Durant | Nash  |Oldsmobile | Oldsmobile) Graham | Oldsmobile Durant | Durant |" Durant — 
TEE Khehexesecnesnseseut | 2958 | 3334 | 5272 | 8283 | 8621 | 7100 | 8752 | 7484 | 6181 | 6029 | 389 | 2679 | 71,263 


























AUGUST |SEPTEM’R OCTOBER | NOV’BER | DECEM’R 








|12 MONT’S 






















































































MONTHLY SALES ........ | 203,450 | 164,071 | 279,450 | 378,026 | 388,213 | 313,834 | 321,455 | 306,606 | 261,459 | 240,942 | 162,264 | 126,931_| 3,146,701 
nic iscgahadaves ..| Ford | Ford | Ford ‘ord | Ford Ford Ford | Ford | Ford | Ford | Ford , Ford | Ford Ford Ford 
in kcey adap baeeeetiee® | 89,576 | 65,670 = 100,218 | 131,624 135,761 | 109,059 | 119,860 | 106,682 | 86961 | 178,908 49,592 38,386 1,112,317 
SECOND ....... unietancesia | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet | Chevrolet Chevrolet 
Es. ica h es benssendaee | 23,756 | 21,629 | 38,645 | 53,018 57,047 48,610 | 47,652 45,958 42,197 | 40 ),190 | 32,170 | 24,942 __ 24,942 | 475, 14 
eee ehehaiieeaea Buick | Dodge | Dodge Dodge Dodge | | Dodge | Dodge "Baek | Buick | Buick | Buick | rr} Ba Buick 
Ns kus 0000500nson bus 13,561 | 11,816 | 21,820 | 29,760 29,732 22,578 | 24,789 | 26,857 | 23000 | 20417 | 12,681 | 224,805 
ce ca cene | Dodge | Buick | Buick Buick Buick | Buick | Buick | Dodge | Dodge | Chrysler | Chrysler | ~Giepaise nie” | Bem Dedge 
Sales bei Rr ree } 10,915 10,811 19,866 28,128 | 25, 996 | 18,792 | 14,808 | 19445 | 14324 | 14422 | 10,462 _ | 7,408 210,465 
DO EME -s45000.. snasenaegeak ee | Essex | Essex | Essex | Essex Essex Essex Essex Essex Chrysler Dodge | Dodge Essex | Essex 
CE rs sens ehepeeeadcess aya 7,050 | 6,037 11,808 | 17,404 17,831 |___14,557 | 14,108 | 10,980 | ‘11,734 & 11,730 _ 7,778 | 6.093 | 127,564 
BEML ats dian elcome ..| Whippet | Nash | Nash Nash Nash Chrysler | Chrysler | Whippet | Nash | Nash | Essex Dodge Chrysler — 
one 3 : Ding AdeAsee st beac ee: 6, 159° apet | 5,557 10,592 14,130 __ 14,377 12,121 | 11,328 | 10,493 | 10,009 | 8,875 | 6,353 | 5,778 | 125,367 
SEVEN SEI IP RIED Y Nash” | Chrysler | Chrysler | Chrysler | Chrysler | Nash | Nash | Nash | Whippet | Whippet Nash | Nash | Nash 
Sait -. Coes ah eae eka se 6,287 | 5.423 } 9,746 13,187 13,796 | 11,318 | _11,031 10,375 | 8,162 7878 5,655 | 4,210 | 112, 416 
E De eras eg ae hrysl hippet | Whippet |Studebaker |Studebaker| Durant Whippet | Chrysler [Stedebaker Essex |Studebaker |Studebaker | Whippet 
ao ee adhe sadadancanae | . 5.932, " 987. 8, 493 10,820 | 10,892 | 8,632 10,382 | 9,808 8,033 | Wea 7,624 | 4,680 | 3,727 | 92,623 
Pe kcoscess ionarekeabas baker|Studebaker |Studebaker| Whippet | Whippet |Studebaker| Durant Statice” Essex |Studebaker | Whippet | Whippet | Studebaker 
Salen PEAT VEO TEE TORT TS a eeao0 ** "4 352 8,352 | 10,781 9,977 | 8,470 8,838 9,134 ! 78 | 1,372 _ | 4,491 _ | 3,237 237 | 89,581 89,581 
N eGreaivieayesspana’ | Durant Hudson | Durant. | Durant | Whippet |Studebaker| Durant {| Durant Durant | Pontiac | Hudson | Durant 
Salen” - aod | wre | 3849 | 6,693 9,478 9,883 | 7,013 | 8,259 7999 | 688 | 5,763 | 3535 | 3,197 | 77,954 
-- [——— |) dln | watsen | indeen | Hudson Pontiac | Pontiac | Pontiac | Hudson | Pontiac | Hudson 
ELEVENTH swvvsccvvcvvvs:[ Daweot | Busse” | "odor | see” | 90s" | 690” | eos | 6940 | Gass | sacq | sam” | 2.780. | 66.75 
SE cciscivasepuscssce [| Oakland | Oakland |Oldsmobile |Oldsmobile| Pontiac | Pontiac | Hudson | Hudson | Hudsen | Durant | Durant | Pontiac — 
eee | O50sT | 2s61 | 4536. | 6,043 6385 | 5,632 | 562 | 5805 | 5034 | 4628 | 3132 | 2,554 48.911 _ 


The Auto-Lite 


Ford Announcement Spurs 


which last week closed. The most] lory og ™ a 

the dis- | cCOMpany is recalling workers to the 
noe = —— 7 _ tune number of several hundred and pro- 
trict include the blowing in of tw duction on generators for the Ford 
blast furnaces and preparations PI ro will begin on a big 


Automotive Suppliers 
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moderate proportions on which to 
build a new structure of prosperity. 
The steel men point to wage ad- 
justments in the building trades as 
another factor making for business 
revival, 


Youngstown, O., Feb. 15.—Senti- 
ment among northeastern Ohio 


makers of steel for automobile man- 
ufacturers is stronger than for many 


months as a result of the Ford) 


Motor Company announcement that 
production of a new eight-cylinder 
will begin shortly and further prog- 


ress in the government’s plan to 
ease credit. 

Steel plant operations so far have 
failed to reflect this improvement, 
since automobile steel buying has 
jnot yet increased substantially. 
'Purchases of this sort were not ex- 
jpected to expand sharply until 
'around March 1, when mill man- 
agers anticipate a sharp rise in pro- 
duction of sheets, bars and strip. 

At the current week’s start, steel 
plant activity in the district was at 





36 per cent. of capacity, 1 point 
higher than a week ago. The cur- 
rent rate is approximately that at 


start a third furnace. Rate of blast 
furnace operations has long been an 


index to the trend in the steel busi- 
ness. District observers predict that 
fully three additional stacks will be 
blowing shortly. 


Toledo, O., Feb. 15.—Repercus- 
sions of the Ford mode] announce- 
ment were heard in this city over 
the week-end. One of the most im- 
portant of these was to the effect 
that the Ford Motor Company had 
given an order for 1,000,000 Mallory 
distributors to the Mallory Electric 
Company. 

Some time ago the Ford company 
gave a contract for electrical equip- 
ment to the Auto-Lite Company, 
and this is not in any way affected 
by the order placed with the Mal- 


SE 





scale at once. Other plants in To- 
ledo have orders for various parts 
for Ford and shipments will begin 
during the present month. 

All this activity bids fair to re- 
duce the unemployment problem in 
Toledo as spring approaches. 


THIELENS PROMOTED 
BY IRA C. JONES CO. 


Newark, N. J., Feb. 15.—Ira C. 
Jones, president of the Ira C. Jones 
Company, distributor for Studebaker 
and Rockne, has appointed as gen- 
eral sales manager A. H. Thielens, 


formerly of South Bend. Mr. Thie- 
lens has been associated with Jones 
for three years. Mr. Thielens grad- 
uated from Yale University in 1925. 
He has been a student of the auto- 


oe. 


SIMPSON HEADS M. E. A. 
OFFICE IN DETROIT 
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sociation. In addition he has served 
as president of the Muskegon, Mich, 
Chamber of Commerce for three 
| years and as president of the 
| Muskegon Employers Association for 
a similar period. He also has been 
|a member of the Michigan Repub- 
lican State Central Committec. 





mobile business for many years and 
is the son of a former Studebaker 
‘director. He received his initial 
training with the retail manage- 
ment department at the head office 
of Studebaker in South Bend, an 
was at one time employed by Stude- 
baker in Canada, 
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BAIRD MACHINE CO'S_ | A.C. Bellefleur Puts Out 
TILT TUMBLERS Taper Reamer Drills 


ee ST TT CEN 


Lester Die and Machine 
Announces New Die Caster 









drills are designed to drill a No. 4 
taperhole through 1%-inch cold 
rolled steel in one minute’s time, 
The drills are offered in both 
tapered and straight shank forms, 
for all taper pin sizes and also for 
Morse sizes. 


The A. C, Bellefleur Son & Co., 
New London, Conn., is putting out a 
line of Brocko taper reamer drills, 
designed to give taper pinholes, Morse 


taperholes in tool holders and ma- 
chine spindles in one operation. The 
















George Scherr Marketing 
Zeiss Gear Test Machine 


The Baird Machine Company, 
Bridgeport, Conn., is placing on the 
market a new line of belt or motor- 
driven oblique tilting tumblers, de- 








It is possible to use a lower casting 
temperature with this machine, 800 
to 820 degrees, because of the high 


The Lester Die and Machine 
Company of Cleveland, O., is an- 




























pressure is 120,000 pounds. 
This pressure and the fact that 


at just the pressure necessary to ex- 
pel the air, is claimed to give cast- 


and having a smooth surface finish. 


LINDE AIR PRODUCTS 








The Linde Air Products Company, 
New York, has recently added to its 
line of Purox welding apparatus the 
Purox 11-to-00 tip adaptor, designed 
to increase the range of usefulness 
ef the Purox No. 11 welding torch. 

By means of the new tip adaptor 
it is possible to use the stems and 
tips of the Purox No. 00-D aircraft 
welding torch and the stems and 
tips of the Purox No. 00 welding 
and lead burning torch on the Pur- 
ox No. 11 welding torch, thus en- 
abling a welder who has only an 
occasional light welding job to use 
the correct welding tips for this 
small work. This eliminates the ex- 
pense of investing in a complete 
lighting welding outfit merely for 
the sake of a few such jobs. 


The Purox No. 11 welding torch | 
versatile | 


now becomes the most 
welding torch of the Purox line of 
apparatus. It not only takes the 
Purox No. 21 cutting attachment 
by which it is converted into a light 
cutting torch, but, with the new 
adaptor, it can handle the complete 
range of general welding work, with 
the exception only of the unusually 
heavy jobs. Because of this wide 
range of usefulness, it is particu- 
larly suitable for garage or repair 
shop where a great diversity of 
work is continually encountered. 













The machine has a capacity of 
from 150 to 450 shots per hour, de- 
pending on the size of the casting. 
The die spaces range from six to 
seventeen inches ‘and the locking 


the metal is forced into the mold 


ings absolutely free from blow holes 


HAS TIP ADAPTOR 


Seven speeds are available by 
means of change speed gears. The 
motor used is a constant speed type 
of four horse power capacity. It is 
stated that changes in dies are rela- 
tively simple, an adjustment of four 
tie bars being all that is necessary. 

The dimensions of this machine 
are as follows: 10 feet 8 inches long; 
50 inches high and 42 inches wide. 
It has a shipping weight of 6,500 
pounds. 


STELLITE MILLING 
CUTTERS OFFERED 
BY 0. K. TOOL CO. 


The O. K. Tool Company, Shelton, 
Conn., are putting on the market 
milling cutters with Stellite or 
Stellite J-Metal blades. These Stell- 
ite blades have been designed to 
keep the essential features of the 
O. K. serrated blade, but is differ- 
ently designed to meet the differ- 
ence in metals. This new blade is 
backed by an adjustable wedge, 
which interlocks with it by means 
of mating grooves. This gives a 
positive lock in the body. 

The Stellite blades are adjusted 
by changing the position of the 
grooves in wedge and blade. Adjust- 
ment in this way may be had radi- 
ally or axially or both, in the cutter. 
This adjustment compensates for 
wear both of face and outside diam- 
eter.- When the blade and wedge 
are assembled they are interchange- 
able with any corresponding slot 
of O. K. cutters. 

The cutter bodies are of chrome- 
nickel steel, drop forged and heat 
treated. The cutter may be refitted 
with new blades. The O. K. line in- 
cludes face mills, special drive face 
mills and end mills. 
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ENGINEERS PAY VISIT 
TO FISK TIRE PLANT 
Chicopee Falls, Mass., Feb. 15.— 
A visit to the plant of the Fisk 
Rubber Company in the afternoon 
and dinner and two addresses in 
Hotel Highland, comprised the pro- 
gram for the February meeting of 
the Engineering Society of Western 
Massachusetts. The principal speaker 
at the dinner was C, E. Maynard, 
factory superintendent, and his sub- 
ject was “The Manufacture of Tires 
and Tubes.” Mr. Maynard has made 
several inventions and is the author 
of several papers relating to the 
rubber industry. The five-minute 
speaker was Ralph E. Curtis, assist- 
ant electrical engineer of the United 
Electric Company. 






























I. M. UPPERCU BUYS 








AEROMARINE ASSETS 
Keyport, N. J., Feb. 15.—Inglis 
M. Uppercu, formerly head of 





Uppercu-Cadillac, representing the 
Aeromarine Plane and Motor Com- 
pany bought in the assets of the 
Aeromarine-Klemm Corporation at 
| the receiver’s sale. Mr. Uppercu’s 
bid was $200,000. Bids were after- 
| ward received for separate units of 
| the plant, but the amount did not 
| exceed Mr, Uppercu’s bid. 
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rangements have been completed 
whereby the Hayes Manufacturing 
Company of Vancouver, B. C., pro- 
ducer 
trucks, 
patents of the Fageol Motors Com- 


pany. 


has 
patents and designs for Canada and 
new Hayes-Anderson trucks and 
safety coaches will embody com- 
bined engineering ability and skill 
of both concerns, officials state. 


will also be increased. 
has been made in stock ownership 
of the company, which will remain 
wholly Canadian. 


various types of tumbling, including 
the burnishing of ball bearings. 

The barrel of the tumblers can be 
had in various materials, including 
cast metal. Various shapes and 
sizes may also be had, Barrels may 
be interchanged on a single tumbler. 

The barrel of this device is held 
in place by a notched segment and 
locking bar. It may be rotated at 
any angle from a vertical position to 
20 degrees below horizontal. The 
shafts are bronze bushed and lubri- 


‘| cation is automatic, the bevel gears 


running in an oil bath. The net 
weight of the tumbler, with barrel 
and motor, is 130 pounds, and the 
barrel holds from two to three 
quarts of material. 


CONTINENTAL BUYS 
OUT DE VAUX ASSETS 


(Continued from Page 1) 


went into voluntary bankruptcy a 
week ago today the step was taken 
in order that this deal with Conti- 
nental might be made and creditors 
protected. The plan worked out as 
expected and it is said Continental 
will at once become active as an 
automobile manufacturer, operating 
the concern here as a subsidiary of 
the Continental Motors Corporation. 

As for finances, there can be lit- 
tle worry, for Continental boasts 
that a 14 to 1 ratio of assets to 
liabilities and the last  finan- 
cial statement revealed assets of 
$28,000,000. 


N.S. P. A. ELECTS 
12 NEW MEMBERS 


(Continued from Page 1) 


Standard Auto Gear Co., Inc., Bos- 
ton, Mass.; Chapa Hermanos, Mon- 
terrey, N. L. Mexico, and Aquilino 
Vasquez & Cia, Girardot, Colombia. 

The two companies last mentioned 
were elected to associate jobber 
membership. 


HAYES GETS FAGEOL 
PATENTS IN CANADA 


Vancouver, B. C., Feb 15.—Ar- 


of Hayes-Anderson motor 
-acquires the Canadian 





Hayes -Manufacturing Company 
acquired exclusive Fageol 


Efficiency of Hayes Manufactur- 
ng Company’s repair department 
No change 


try the Zeiss gear testing machine, 
which is designed for precision 
measuring to 0.0001 of an inch. This 
machine is small enough to be 
portable without difficulty. It will 
test spur, helical, bevel and worm 
gears, giving the following charac- 
teristics: circular pitch, eccentricity, 
uniformity and tooth spaces and 
thicknesses. 

The gear tester stands on a heavy 
base with an upright column, on 
which a sliding bracket carries cen- 
ter vertically over a corresponding 
center on the base. The gear to be 
tested is placed between the two 
centers, It is revolved to bring suc- 
cessive teeth into position. 

Opposite the column on the for- 
ward end of the base is a measuring 
slide, which is carried in @ com- 
pound rest, allowing a rough adjust- 


ment in two directions. This slide | 
carries the contact blades which en- | 


gage the teeth of the gear. 

The measuring process consists in 
contacting the measuring~ blades 
tangenitally with the sides of the 
teeth. Because of the fact that the 


two blades are parallel and the tooth | 


flanks are equidistant curves, it does 


not make any difference at what)! 


point the blades contact the teeth. 

On the side of the measuring slide 
away from the blades are placed 
two precision indicators, one show- 
ing peripheral and the other ra-| 
dial measurement. The measuring | 
slide can be moved to and from the 
work by the action of a spring. As 
soon as the operator takes a meas- | 
urement, the slide can be pulled} 
back and the gear is moved on to} 
the next tooth. 

When the machine is in use for 
measuring beval gears, an auxiliary | 
segment bed carrying a circular 
Slide with diametrically opposite 
centers is placed between the main 
centers. The gear is placed between 
centers on the circular slide, this 
being set at the angle needed to 
bring the tooth under test vertically 
in line before the measuring slide. 
Worm and helical gears are also 
measured by means of this attach- | 
ment. 

In preparing the machine to 
measure circular pitch, the blades 
are set by means of gauge blocks | 
to the theoretical chordal distance. 
The slide is adjusted so that the 
two contact blades are tangential to 
the flanks of the tooth, the left 
hand indicator being set at zero. 

When the contact blades are ap- | 
plied to the corresponding flanks of 
Successive pairs of teeth, the meas- 
urement is obtained. Any deviation 
of the measurement from the nom- 
inal value is transmitted by a lever 
System to the index hand, which 
shows the error in ten-thousandths 
of an inch. 

The contact blades may also be 
Spaced and the machine set to zero 
from any pair of teeth, which is as- 
Sumed to be correct. Other gears 





may then be measured in relation to 


this hypothetically correct gear or | amperes. 


pair of teeth and the degree of uni- 
formity of tooth spacing thus 
tested. 

The machine measures eccentricity 
by means of a ball-tipped radial 


spring plunger, which measures the 
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work, 
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dicator showing ;ten-thousandths of 
an inch, 

Thickness of the teeth is shown 
by application of straddling ball- 
tipped feelers applied to the flanks 
of one tooth, as measured at the 
pitch circle. The results gotten in 
this way comprise the eccentric error 
in combination with errors in tooth 
thickness, The resulting curve in- 
dicates the degree of uniformity in 
the thickness of the teeth. 


EISLER ELECTRIC CORP. 
HAS NEW VARIABLE 
SPEED WELDER 


YT LT on 








The Eisler Electric Corporation, 
Newark, N. J., is adding to its line 
a new variable speed spot welder of 
interesting design. 

This machine has a motor with 


a variable speed reduction gear 
head. The operator, with this ma- 
chine, can make from 30 to 100 
welds a minute in graduated steps. 
A variable current regulator con- 
trols the heat of the weld and pres- 
sure is controlled by a nut. The 
timing is automatic and held uni- 
form, 

This new line is known as the 
Series M, and is produced in sizes 
of %, 1, 3, 5, 10, 20 and 35 kilovolt- 
These sizes will weld 
thicknesses from 0.0005 to 54 of an 
inch. 
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